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WHat is a Luxury? 


pensed with. To me it is a positive need—part 
of the joy of living. 
Not an automobile as such for the prime function of 
that remarkable vehicle is to increase man’s time. 


N= a good cigar, even though it might be dis- 


Not an engagement ring for that is a symbol worth 
ten thousand times its cost in human happiness and 
household contentment. 

Just what is a luxury? Maybe we can classify a 
common cold as a luxury, or any minor illness that keeps 
a person away from daily work and recreation. 

Maybe any article that is not properly selected and 
that is soon thrown away in disgust may be termed a 
luxury. 

Maybe goods held on the shelf until they have worn 
out their public welcome may be called a store’s luxury. 

Maybe goods bought simply in the thoughtlessness of 
shopping and without a definite need for use or ornamen- 
tation may be termed a luxury. 

Certainly a house poorly designed, inadequately heated 
and an eyesore to the community may be termed a 
luxury because its resale means loss. 

Maybe wastage of time in a ticker office rather than 
in the thoughtful production of wealth in fields, mines, 
factories and stores may be termed a time-luxury. 

But never is the right shoe for the right foot in the 
right style and color and at the right price a luxury 
—no matter how much is paid for it. 

Let’s try to do a bit of public education to counteract 
one of the malicious by-products of this present situa- 


tion. Let’s tell our local newspapers to lay off the 
subject of quality goods as luxuries. 

The consequences of shallow thinking on the subject 
of luxuries is likely to decrease values and qualities in 
all commodities. 

There can be much of the luxury element in the 
purchase of the wrong shoe and the wrong fit and at the 
wrong price (in which the shoe has not a balance of 
materials and craftsmanship). 

A man with a salary of $10,000 certainly is not giving 
way to luxury when he pays $10 for a pair of shoes and 
wears that pair all the year round; rather the reverse. 

Now is the time for pretty strong utterances by mer- 
chants on the footwear necessity of good shoes—no 
matter what the price might be. 

There is an element of service that goes into footwear 
not possessed by any other commodity sold at retail. It 
is worth all paid for it in cash for the service rendered. 
The remarkable building of two shoes matching in 
color, design and specification, each of which must be 
fitted correctly, also commands its price. 

We strongly advise a restatement of the case of the 
shoe with the American public with double pressure on 
the fact that it never has been and never will be a luxury 
if in the right fitting, in the right style, right color, 
right balance of ingredients and in service to a public 
that has not half appreciated its intrinsic qualities. 
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terior is pictured herewit!i, 
the new Fifth Avenue store «j “T 
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A general view (above) of the in- ey ae se 
terior of the A. S. Beck Fifth SHELVES 
Avenue store. Observe the lighting Ly, 
tubes, placed diagonally to assist in 
guiding customers to seats. Right, 
seating plan of the fitting room 
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agents, whose division of Architecture and Building cooperated in 
the planning of this store, “every factor was planned to accomplish 
a certain purpose. The illusion of greater height and breadth was 
created, the attention concentrated on points of sale, colors com- 
bined to flatter both the customer and the merchandise.” 

This method of store planning in which pleasing effect and the 
convenience of the store personnel in handling customers are 
both subordinated to the primary objective of leading customers to 
the point of sale constitutes a decided innovation in retail store 
architecture. It has attracted a vast amount of attention, both from 
retail experts and from architects. The Architectural Record 
thought it of sufficient moment to devote a lengthy article with 
illusrations to the Beck Fifth Avenue store. It described the 
efforts of V. Hagopian, the architect as follows: 


6 HROUGHOUT the design the immediate object of the 
architect has been to guide the attention of shoppers to 
points of interest. Where attention is to be concentrated, lines slope 
from all sides to a focal point of interest, the theory of the de- 
signer being that the persistent sloping lines, suggested by the 
masts of a ship, imply forward motion, and the eye is directed 
there. This is 
illustrated in the 


entrance vestibule Kee eae 


where the lines of 
the ceiling and 
show cases con- 
verge to the door, 
which in its scheme 
of decoration re- 
calls the ceiling 
motif. 

“Where the at- 
tention of the spec- 
tato is to be car- 
ried farther, how- 
ever, the motif re- 
peats itself so that 
[TURN TO PAGE 9], 
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Years ago merchants built stores to 
suit themselves. Expanding prosperity 
brought art and beauty into store design, 
the motive being to impress the customer. 
Now all these things are being made 
to serve a new purpose—Sales Psychology 
to lead customers to the point of purchase 





The unique seating arrangement of 
the Beck store is illustrated in detail 
in the photograph at the top. The 
staggered seats in modernistic design 
have lighted tilting mirrors at the 
side. Observe how the angle in the 
floor tiling seen in the middle photo 
directs the customer’s attention to 
display counter and merchandise. 
Left, elevation of mezzanine and 
ground floor fitting room 
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A Marouf design im 

hand-woven wool of 

beige and brown col- 

oring, bordered with 

brown kid and brown 
kid heel 


in Paris. The lines for dresses and coats have completely changed, 

for now all smart women, and otherwise are wearing a normal waist 
and longer skirts; hats are unbecomingly turned back from the face, gloves 
are more important, and stockings are much, much darker, but the line and 
models of shoes have changed very little. 

Pumps, one-straps and oxfords continue to be worn exclusively. Only the 
materials of which they are made are new, and in the line of shoe materials 
there are many novelties. 

Marouf, who is by far the most advanced in style, has several new ma- 
terials of which he also has the exclusivity. Satin and crépe de Chine, 
according to this bottier, are quite passé. 

Crépe de Chine has been fashionable for too 
long and the smart women were longing Me 
for something different, something that / 


could not be found in the ready-made ; 
shops for 150 francs, or six dollars. f 
\ 


4 N Y1TH autumn on the wane, novelties in wearing apparel are numervus 


<< 


] 


, . . . . U 
This new tissue or evening material 


\ 


This Marouf pattern 
is of black antelope, 
with appliques of 
black patent Icather 
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is called Scintilla and is of silk and metal, silver or 
gold hand woven. It somewhat resembles the hand 
woven silk material of the summer except that the silk 
and metal are plain instead of having an uneven design. 

This material is made in black and silver, black and 
gold, and the shoes are trimmed with kid to match the 
metal thread. It is also made in white and silver, white 
and gold, rather a cream white, but it can be dyed any 
color desired. The models used for this material are 
pumps and sandals. The private customers seem to be 
returning to sandal models, while Redfern has just 
ordered twelve pairs of Scintilla pumps in cream white 
and gold, gold heels and borders for his mannequins— 
and now-a-days the mannequins in the smart dress- 
making establishments are supposed to show in mode 
in shoes as well as frocks and coats. 


A NOTHER novelty of the season, made particularly 
for the South, is of hand woven cloth, made natu- 
rally in all colors combined with white, beige or gray. 
This cloth resembles a fine soft tweed and is in checks 
or stripes (see illustration). So far all the models are 
sandals with a new arrangement for the ankle straps, a 
patent buckle instead of the usual button, and one 
model has a front strap narrow at the vamp-throat, 
wider at the ankle, with the ankle strap laced through 
two eyelets on the outside. Throats and straps are 
bordered with kid, the darker shade, and heels are of 
the same kid. Later these models will be made with 
white kid trimmings and thus become what is known 
as a beach shoe. This hand woven woolen material 
does not stretch so there is no extra lining. 

Scintilla has great wearing quality, much more than 
the best satin or crépe de Chine, and at any time it 
can be dyed without in any way damaging the material. 

It seems that all leathers scuff when used for motor- 
ing, so a new kid has been made into very smart models 
for the woman who drives her own car. This kid, 
“sea kid” or fish skin was launched by Greco last 
spring, but the models and colors used did not appeal 
very much to the women who could afford to pay 
the price, so the kid did not take. Now Marouf has 
made several really beautiful models, one in a blue- 
green, sea-kid with grey kid shank and quarter 

inset, grey perforated 
throat borders and 


[TURN TO PAGE, 
100 PLEASE] 


At the left is a 
strap pattern in one 
of the new hand- 
woven fabrics be- 
ing featured by 
Marouf and other 
Parisian bottiers 
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Patterns are few, but materials numer- 
ous in the prevailing Paris footwear. 
Pumps are exceedingly popular and be- 
low is a Philippe model in brown ante- 
lope and satiné kid. The strap oxford 
is a blue green sea kid style by Marouf. 
The lower two shoes in the panel are 
likewise Marouf designs in the new fab- 
ric, Scintilla. White and gold trim is used 
with one. The other, at the bottom, is 
trimmed with black and gold. 
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An effective window display of ouckiim shoes 


ind 


SELL PUMPS 


HE popularity of the pump may be Chicago the young lady who dyes shoes uses up odd most 


successfully turned into real merchan- 
dising if the promotional idea that 
has been used other seasons be brought to 
There is every oppor- 
tunity to capitalize on the buckle and bow 
business as the black crepe afternoon frock, 


the fore once more. 


so popular at the moment, is 
the correct background for a 
cut-steel buckle or the soft 
velvet instep bow. 

When the shoe buyer fig- 
ures a pump price, he should 
closely figure seven or eight 
different style buckles, which 
when assembled with the 
pump, will come within the 
price range. When the pump 
sale is under way, the clerk 
presents a tray of buckles of 
different sizes and designs so 
that the customer may select 
the one she likes the best. 
No price is mentioned and she 
is told that she may also 
choose backings of solid color 
or three different colorings. 
Some of the keenest buyers 
in the industry have found that 
by preparing a sale of this 
sort well in advance a great 
deal can be accomplished. 

In one shoe department in 


in the center. 








BFORMAN © 


CLINTON AVENUE SOUTH CORTLAND STREET 


Not One---Not Two ---But FIFTEEN 
Different Styles in--- 


OPERA PUMPS 


Seamless Style in - - - We've experimented with different lasts! We've 
Bronze Kid, $12.50 
Blue Kid, $12.50 

Patént Leather, $10 


tried different manufacturers! - - - and now were 


satisfied that our opera pumps are right! They're 
made to fit snugly at the heel! They’ré made so 
Regent Style in - - - 


Patent Leather, $10 
Black Calf, $10 

Blue Lizard, $10.50 
Black Lizard, $10.50 
Brown Lizard, $10.50 
Brown Crepe, $10 
White French Crepe, $12 50 
White Satin, $10 
Green Suede, $10 
Flak Suede, $10 
Brewn Suede, $10 
Silver hid, $10 


they will not “gap” at the sides! They're made so 
they will not cut at the instep! They're DIFFERENT 
opera pumps - - - that insure slim heels, graceful 
arches, and classic line! Ready now at Forman’s in 
complete ranges of sizes! (Street Floor.) 


Of Course You Know That Opera Pumps 
Are Important Footwear Fashions 
For Fall and Winter! 











moments by scalloping and pinking small pieces of 
leather suitable for buckle backgrounds. 
buckle of black composition was made to attract a grea 
deal of window interest because of the backing and tin 
white kid flowers that had been pulled through the s! 

Many times, by introduction of thr 

tones with an ac- 


One simple 


cent, the buckle ha 


an entirely differ- 


ent cast. So al 


does the contrast- 


ing velvet bow ail 


to a plain pump. 


In window dis- 


plays or sma 
table clusters 


and always in th 


show cases oppos 
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where the custom- 
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shoes ind hosiery by B. Forman Co., Rochester, N. Y. 


A New WAY 


most simple and inexpensive cut-steel buckle for pumps. 

There is a sizable amount of money to be brought 
into the accessory department, if the buyer realizes that 
a few buckles of a style multiplied by ten other styles 
gives to a tray a real merchandising appeal. 

Also in the selling of the pump to be dyed, the clerk 
should have the silk color card near at hand. The im- 
portance of this 
procedure is that 
while the pump is 
actually in the pro- 
cess of acceptance, 
the color sugges- 
tion is there to fol- 
low up the sale. 

Every up-to-date 
store should have 
one of the large 
silk color cards, 
which gives every 
authentic shade of 
dress and hat 
fabric of the sea- 
son. This will help 
to make the clerk 
of the store famil- 
iar and keen in his 
anticipation of the 
newest shades and 
colors. 

It behooves all 
smart shops to 
make a study of 
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the backing of their fabric shoes. When a 
shoe is dyed it should be just as smooth in 
finish and as even in color as when first 
made. Much of the responsibility of even 
color is on the shoulders of the dyer. It 
should be remembered that some of the silk 
fabrics used in shoes has not been made for 
shoe purposes. Consequently 
the burden of responsibility is 
either in the cement or the 
weave and finished construc- 
tion of the backing. 

In putting two fabrics to- 
gether, one of cotton texture 
and one of silk, there is al- 
ways a stress and strain in the 
different pull of the two ma- 
terials. If this pull and give 
is not thoroughly understood 
with an allowance made for 
the cementing, the best of 
material will sometimes crack 
or wrinkle. Throughout the 
country many of the most 
careful makers and discrimin- 
ating retailers tell of the 
hazard of using fabrics or in- 
correct backing which were 
not woven especially for the 
shoe trades. This will be a 
big fabric season, and all sorts 
of weaves in synthetic fabrics 
are offered. 
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Getting More Shoes Sold Right 


E. O. Ray 


Shelf-Consctous Shoes 


S it strange to see so many clearance sales just 

before Christmas? Is it a phenomenon produced 
by present economic conditions or is it a case of 
merchandise hysteria? 

Many a merchant is shelf-conscious. He feels 
that the goods that he has on his shelves will not be 
as salable January 1. He therefore rushes into a 
clearance sale to get money for shoes the public 
might spend for something else. 

But the result of a national and general deluge of 
clearance sales might have the effect of producing 
a double caution on the part of the public. The 
public may feel that money in the pocket and bank 
is more to be desired than goods on the feet, and in 
the home. 

There is no occasion for a general slaughter of 
prices because of ill-advised merchandise hysteria. 
It is a good plan to get rid of merchandise that is 
not salable and that is likely to be shelf-conscious 
for months. 

If you will remember a year ago, the month of 
December was pretty well filled with clearance sales 
of shoes thé country over. 


li such practices continue, why in another year 
or so general clearances will be the order of the 
day in November and retreating monthly into Oc- 
tober and September. When that chaotic day ar- 
rives, fresh goods will be taken from the cases and 
dumped on the clearance counters and merchants 
will be in business for their ill health alone. 

There is no reason in the world why a good shoe 
in the right size and in the right color should be 
sold at any price less than its legitimate worth. 

Shoe stores contribute more than just articles of 
merchandise for public sale. Shoe stores give a 
service element in every pair of shoes that is not 
to be found in any counter goods. 

Now is the time for real common sense on the 
subject of general clearance sales. 

An individual of some buying sagacity has made 
the statement that in twenty-five years of shopping 
around he has never bought a real bargain. Inev- 
itably goods are worth the price he has paid and no 
more. 

When one of the outstanding stores in New York 
discontinued business some time ago, this man said 
he did get a fair bargain within two hours of the 
opening of the first day’s sale. The fourth day 
after, wanting another pair of shoes, he got the 
worst trade in his entire shopping experience. Even 
though the name over the store was one of the great 
names of the city, the owners were not averse to 
sliding in second-rate goods to skate out of the 
store at a price that only the name of the store 
could get. 

The public is bargain wise. It really evaluates the 
goods it buys at the price it pays. It has been led 
into the store too often through deception of actual 
values—for a shoe out of style and out of accurate 
fitting value is no bargain even at $1 a pair. 

This is the time for steadiness and a real under- 
standing of the place of your store in your com- 
munity—a permanent service station will be in 
business year after year and temporary rush for 
the dollar that sacrifices that standing is not 
worth the price. 

The public has money for shoes and will pay the 
price for shoes combined with service. The shoe 
alone is not worth the price but with plus service it 
is double value. 


th tn ll 


Purchasing Power Wanted 


|S gpa FORD has a capacity for thinking in 
fundamentals. One of the greatest statements 
from this keen student of business is the following: 


“American production had come to equal and 
to surpass not our people’s power to consume but 
eir power to purchase. This is not the same 


Boot AND SHOE RECORDER 
combining THE SHOB RETAILER, Nov. 30, 1 





thing as over-production of goods; it is under- 
supply of purchasing power. 

“Over-production can never occur until every 
need is supplied, but the first need is the need of 
money. Money in the people’s hands represents 
purchasing power. In this country the purchasing 
power of the people has been practically used up 
and still they have not been able to buy all that 
they must have. I therefore suggest the need of 
increasing the purchasing power of our principal 
customers—the American people.” 


The shoe industry stands out conspicuously as 
one of the few industries in America that has not 
decidedly overproduced in 1929. The plus produc- 
tion for the first nine months is only 4% per cent 
greater than the production of a year ago. It is in 
line with the increase in population over that period 
of time. 

What the shoe trade at retail needs is purchasing 
power directed toward foot coverings. The shoe 


one answered by asking: “How much money can 
you afford to lose?” Make a note of that final 
word, “lose.’””’ He emphasized the probability of 
losing rather than the possibility of winning. And, 
that is the correct attitude in which to approach the 
speculative field. If a man has some money he can 
afford to lose he may be justified in betting some of 
it that a certain stock will go up, or down. But, if 
he contemplates risking money that he owes to his 
old age, or to his business success he is thrice a 
fool for gambling with it. How many of the million 
suckers could afford to lose the money they sank in 
the market recently? How many of them won? It 
is a mad age and many ordinarily level-headed peo- 
ple lost their equilibrium and their money. A busi- 
ness man decided that the slow-but-sure method was 
all nonsense. So he took some money that should 
have gone into his business and: plunged. His clerk 

followed his example, 


trade at retail is not par- 
ticularly interested in the 
broad subject of increased 
production of automobiles, 
radios and other major 
consumption items. It 
specifically wants shoe 
purchasing power. It is 
now thinking within the 
shoe store and nowhere 
else. It wants to see 


shoes moving out of the 
store to the public and to 
that end is bending all of 
its publicity and selling 
effort. 


4 4. 


Hot Poker 
Habits 


CRAFTY old stock 
gambler was asked 
by a would-be speculator : 
“What would you advise 
me to buy?” The wise 








—God News— 


“I look forward to each and every 
one of your issues; for to me it is just 
like reading an interesting novel. 
Through some accident, the last is- 
sue did not arrive. I want it. You 
know, when it comes Tuesday and I 
don’t get the Recorder in the first 
mail, I feel lost without it.” 

H. BLEICHER, 
Bleicher’s Bootery, 
Atlantic City, N. J. 


* * * 


“We are always glad to co-operate 
in surveys as we feel the information 
we give you might be of benefit to 
others in our business. We get lots 
of good reading in your Boot and 
Shoe Recorder and sincerely believe 
that your broadminded outlook on 
the shoe retailing industry helps us 
and every other merchant in his busi- 


ness. 
TOM E. WREN, 
Brown’s Shoe Fit Co., 
Knoxville, Iowa. 
* * * 


There never was a time when a mer- 
chant needed more store business news 
right from the shoulder, filled with 
facts. It is for him to interpret their 
meaning in the progress and direction 
of his own store. Read and re-read 
every issue from cover to cover. 


ee 
Serge : ( me =o 
President. 








drew his savings out of 
the bank and plunged also. 
The porter waited until 
Saturday night for his 
wages and he too plunged. 
So it went all along the 
line, from top to bottom— 
all hands chasing the 
phantom of “easy money.” 
They ignored all warnings 
and stop signals. They 
took the word of ignorant 
tipsters against that of 
bankers and _ investment 
specialists. 

Well, it’s about all over 
now. A few will be pulled 
back into the maelstrom 
with the lure of “bargain 
stocks at the low price,” 
but most people with burnt 
fingers will avoid the hot 
poker for some time. For 
they have learned to their 
cost that running past the 
stop signals is a danger- 
ous business. 
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A ski boot for men and women, especially imported 
from Norway. This double boot, with a moccasin 
inside, is very light in weight. It is made entirely 
by hand, the outer upper sewn by hand with a 
double row of stitches, to the leather sole. This 
heel does not flange as does the heel in most Amer- 
ican boots. That is because of the device used 
by Norwegian ski jumpers which grips the sole 
to the ski very firmly and does away with the cum- 
bersome toe and heel harness. This boot is mod- 
eled by T. Harry and is called the Olympia Ski 
Champion. 












becoming most important eve 
year. Persons who appreciate the crisp cold 
and the sharp winter atmosphere which ba 
ground such sports, usually are in the very b 
of health and enjoy vigorous athletic activit 


Secause of the publicity and moving picti™ 


presentations of the sports accomplishments 
smart foreign playgrounds, and because of 
week-end and special event inducements | 
out by the Canadian and American winter 


sorts, America has whole heartedly plunged int 


the habit of dressing the winter’s sports holi: 
to type. Lake Placid, Quebec and Banff, a 
the smaller resorts and winter sports clubs, 
all the background for smart winter sports t: 
and appropriate sports footwear. 

William Bloom, makers of exclusive and « 


quisite sports wear, have realized the kee 


American interest in the imported sports appa 


and have created for the American trade some 


very smart winter toggery. Many vivid shad 


are employed in red and green effects, cruisers 
shirts in soft angoras with or without plaid« 


lines, talon fastenings being used for jum; 
and skirt fastenings. Gored skirts, pleats a: 


clever new wrap-around coats of heavy twee, 
are all in the styleful picture for the crisp winter 
days ahead. Many Americans prefer the ou! 
of-door ice and snow to the dry heat and tli 
tropical sun of our southern resorts. Hence we 


now have two types of winter playgrounds. 


The merchants who anticipate the seasons | 
come must keenly realize what sport is likely 
to be most popular and particularly what sport 
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KIING, skating and tobov- 
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and ice palace events, are 
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IN WINTER SPORT SHOES 





the customers constituting his local clientéle will prefer. 
S The retailer who sells the country club clientele must buy 
n entirely different line of skiis and skate boots, also com- 
bination boots known as rough weather types, than the mer- 
chant who depends on the Christmas business. 

Window displays and promotion propaganda during the 
correct time program, is the success of selling the winter 
sorts boot wear. Wool hose, sweaters, leather jackets and 
e ciever silhouette drawings of winter sport scenes, such as 
n cirls skating or children playing, attract personal interest to 
a shoe window. Suggestions of snow and white window 
| lizhts make such a scene decidedly more realistic. 

Some women prefer the moccasin type of boot to 
to © worn with a cruiser shirt or plaided wool jacket 
V which compliments the tweed skirt. Others 

prefer the heavy shin boot which may be 
e used for tramping or in the enjoyment of 
5 the hazard of the toboggan chute. 

Last season the black skating boot 
was universally accepted and was 
n usually worn with a brilliant red 
el or hunter green wrap around 
ie or pleated skater’s skirt. 

5 This season some smart 
a kangaroo unlined skat- 

d ing boots are being 
featured in vivid 












Three types of boots 
designed for winter 
sports, the pair at 
the top for snow- 
shoeing, the others 
for skiing and hiking 


green with extra 
strappings, also white 
boots are shown as comple- 
ments to the green and yellow 
ensemble as is the new velvet 
pig skin stylings. 
America is now wholeheartedly sport 
conscious. The love of fun, the interest 
in sports and health, and the desire to be 
young, opens up an excellent opportunity for 
the wide-awake and alert retailer. He who 
merchandises sports wear in its proper season will 
realize a surprising amount of the midseason and be- 
tween season profit. 
Merchandising winter sports footwear in such a manner as 
to attain a really worth while volume presents new problems 
for the shoe merchant. It is particularly a problem for the window 
display man and the advertising department, for well timed displays, 
reinforced with newspaper publicity, can be used more effectively than 
any other means. A considerable amount of pioneering and educational 
publicity will be required to make real progress in the promotion of winter 
sports footwear, and for this reason it cannot be expected that results will come 
immediately. It took several seasons to develop summer sports shoes to their 
present volume and as participation in winter sports is more limited it is to be pre- 
sumed that the development of winter sports shoe business will be more difficult. There % 
are clear indications, however, that a considerable growth in this branch of the business is 2 { 
is to be looked for in the next few years and shoe merchants who begin to plan for it now fe; 
will be the ones to profit thereby. 
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LiLLyY ROGERS 
SHOE MERCHARNT 


By Harold Whitehead 


Why Shoes Demand a Weekly Salary 


WHAT HAs Gone BEFORE 


ILLY ROGERS wanted to own a shoe store. 

He had $17,000 and some practical ex- 
perience acquired as a salesman in Parker’s 
Shoe Shop. George Morland was willing to 
sell his store for $22,000. Too willing, in fact, 
as it appeared when Billy, acting on the advice 
of June Solent, consulted Jethro Blunt, presi- 
dent of Fretton National Bank, and the latter 
scanned the figures on Morland’s business. 
Billy decided not to buy Morland out and after 
consulting his former boss, Parker, decided to 
launch his own business. He picked a promis- 
ing location, acquired a stock and opened his 
store. Experience taught him that store man- 
gaement has its problems. Billy’s competitors 
made trouble by cutting prices and to meet the 
situation the young merchant studied the possi- 


bilities of advertising. He also learned what it 
means to appease the wrath of the displeased 
customer and discovered the importance of 
watching incidental expense. He finds some of 
the traveling salesmen most helpful and ac- 
cepts their advice on buying problems. But 
the matter of collections causes Billy and June 
a lot of worry. They decide to go on a cash 
basis and send out a collection letter to cus- 
tomers whose accounts are overdue. The letter 
produced unexpected results, angry protests and 
lost customers. Getting his stock down to a 
reasonable figure is Billy’s next problem. He 
has some strange experiences in trying to stage 
a cut price sale. His friend, Parker, invites 
him to his home to meet Professor Brinstead, 
an expert on retail merchandising. 
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ning of the Chamber of Commerce meeting, he 

heard a roar of laughter, and then Professor 
Odin Brinstead’s voice saying: “That story about the 
piccolo player is the best I’ve heard in a long time.” 

“Gosh,” a slow smile spread over Billy’s face, 
“College professors are human, apparently!” Five 
minutes later he was sitting in the little room in which 
Emery Parker entertained his men friends and which he 
called, parodoxically, his study. 

“I’m quite interested in this young man’s struggle 
to run a shoe store and make money out of it,” Parker 
said to Brinstead, after they were comfortably seated. 
“Tell him about the salary of shoes—it was new to me 
and maybe Rogers, here, hasn’t heard it.” 

silly looked puzzled for the very good reason that he 
was! 

‘Oh yes. It’s what I call my theory of merchandise 
salary. The theory may be expressed thus. Every pair 
of shoes you have in stock is an employee, hired to make 
a profit for you. The profit is made when the shoes are 
sold, of course. Do I make myself lucid?” 

“Do you what ?—er—oh yes, of course,” Billy flushed 
at his stupidity. 

“Very good. The shoes of course, have to be paid a 
salary—just as you have to pay a salary to the landlord, 

or to your help, or to yourself. Of course, we 
use different terms for the payment we make 
for different services—but in the final 
analysis we have to realize that it is payment 
for value received. Of course, whether the 
value is equal to the payment depends upon 
your skill at trading. Do I still continue to 
convey a clear idea?” 

“Sure do, Professor.” 

“Good, now this salary we pay the land- 
lord, we call rent. 


\ Billy neared Emery Parker’s house, the eve- 


oe HE one you pay yourself consists of 

salary for services, and dividend on 
your investment in the business. When you 
pay for the shoes you call it purchase price. 
Now, when the shoes are on your shelves they 
are paid something each week but you call it 
expenses. Suppose you have two pairs of 
shoes costing—let us say—five dollars a pair 
and you plan to sell them for eight dollars. 
And one pair sells in a week, but the other is 
in stock for a year—you make profit on the 
first pair but lose money on the second.” 

“IT don’t quite follow that,” Billy inter- 
rupted. 

“You will in a moment. The expenses 
every week really should be divided among 
every pair of shoes you carry in stock—be- 
cause each pair is occupying space, each pair 
is just as subject to call and each pair is held 
just as responsible for the profit it should 
make as every other. If one pair sells in a 
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week, it has only had expenses for one week as a iair 


charge against it. Another pair that has been in stock 


a year has fifty-two weeks expenses charged against it. 


Is the meaning clear now?” 

Billy suddenly straightened up in his chair—while 
Parker chuckled with glee. “Gosh, that’s a new one. 
Boy! is it hot!” 


as HE same thought I had, Billy,” Parker was still 
laughing, “but I did not express it so vivdly.” 

“Professor Brinstead, is that just a theory or—” 

“What do you mean, theory?” the professor ex- 
ploded. “I tell you that everything is based on theory. 
You mean to say, is it theoretical? To that I say, apply 
it to your own store and see what it tells you.” 

“Will you help me do it—now?” 

“If you have sufficient data on which to work,” Brin- 
stead agreed. 

“Will this be enough?” Billy took out a little note- 
book in which he kept what June called, his “vital 
statistics.” “I plan sales of thirty thousand. Expenses 
at 30.33 per cent come to $9,100.” 

“And how many shoes do you have in stock?” 
Brinstead asked. 

“Don’t you want them by price range?” 

“No, for each pair occupies substantially the same 
space.” 

“But—.” 

“Don’t bother with ‘buts’ yet, young man. 

How many pairs of shoes in stock?” 

Billy gave a glance of comic dismay at 
Parker—here was his overstock sticking up 
its ugly head again! “As a matter of fact, 
my stock is in pretty bad shape. I should 
have about a thousand pairs but I’ve over two 
thousand. I made a mistake in buying when 
I opened—.” 

“Forget that, let’s keep to the shoe salary 
theory. Now, your weekly expense is about 
$175. Therefore each pair of shoes receives 
a salary of—let’s see—two thousand with 
$175—yes 834 cents a pair.” 

“T got it,” Billy cried excitedly, “I plan 
for a three time turnover—guess it should 
be more though—and should have about six 
thousand dollar inventory of shoes or around 
ten to twelve hundred pairs. My stock is 
getting a bit better class, as I find I can sell 
something a little different from the regular 
run of stores. If I figure on a thousand 
pairs and expenses were the same, each pair 
would cost 17% cents a week to carry in 
stock. Do you mind, Professor Brinstead, 
if I figure out what it should be?” 

Turning to Parker, Billy explained. “I’m 
off to New York day after tomorrow to get 
rid of that old stock even if I have to give it 
away.” 

[TURN TO PAGE 102, PLEASE] 





No one who has to do with the 
fitting of shoes can afford to be 
without an elementary knowledge 
of the construction of the foot 


Mechanics of Walking 


Do you know that a little nerve cell in the ear 


know the mechanical functions of the feet. This 

article emphasizes the mechanics of walking. 
We hope it will lead many a shoe salesman into a more 
thorough study of feet and their functions. 

A little medical knowledge may be dangerous for 
shoe clerks, but entire lack of medical knowledge is even 
more dangerous, because shoe clerks must fit feet with 
shoes and feet will continue to be regulated in their 
functions by definite scientific physiological principles. 
If shoe fitters do not know these underlying principles, 
they cannot fit shoes most skillfully in uniform manner. 
Study feet and fitting for fundamental knowledge of 
feet and their functioning. 

What happens when we walk? What mechanical 
principles are involved? What muscles are used? 
Where? How? And, what is more important, what has 
all this got to do with the shoe business? 

Taking the last question first, the real importance of 
this knowledge is found in the increasing interest which 
people in every part of the country are taking in health 


| VERY shoe store man and woman should at least 


governs every step ? 


and health exercises—chief and cheapest of whicli is 
walking. Unless the merchant who sells correct and 
corrective types of footwear knows the whole story of 
what happens from the hip down with every step for- 
ward, sidewise and backward, he cannot hope to do a 
thoroughly workmanlike job of intelligent selling. 

For the purpose of this discussion, let’s consider that 
the upper part of the leg is a straight piece of wood; 
that the lower part of the leg is another piece of wood 
about the same length; and that the foot is another, 
shorter piece. These three pieces are fastened together 
by hinges of different kinds. 

The union between the top of the leg and the hip is 
not unlike the universal joint in an automobile, in that 
it permits movement in practically any direction. The 
hinge between the upper and lowér parts of the leg 
(at the knee) is entirely different, being similar to a 
door hinge of the kind known as a strap hinge, which 
permits the door to open and close but bars movement 
in any other direction. The hinge between the lower 
part of the leg and the foot (at the ankle) partakes of 
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the nature of both of the above-mentioned types, but 
does not have the almost complete freedom of move- 
ment enjoyed by hip hinge or joint. 

These three pieces of wood representing the leg and 
foot are moved by means of muscles, in much the same 
manner as the dummy leg and foot pictured on the op- 
posite page is moved by means of strings and pulleys. 
Roughly speaking and again only for the purpose of this 
discussion, there are two kinds of muscles—two joint 
muscles and those of the one-joint variety. In other 
words, if you consider the ankle, knee and hip joints to 
be pulleys, muscles running over two of the pulleys are 
two-joint muscles and those running over only one 
pulley are the one-joint variety. 

\n example of the former is the muscle attached to 

lower half of the leg, below the knee, which passes 

‘r the knee joint, and then continues its way up 

\il it reaches its anchorage in the pelvic region above 

hip joint. Any one of the muscles originating in 
foot and passing over the ankle joint to its anchor- 
in the lower part of the leg is an example. 


| \ achieving any motion of the leg or foot, the muscles 
which bring about this motion do not push—they pull. 
And they pull by becoming shorter—by contraction as 
the scientists call it. There is one muscle, for instance, 
attached to the lower part of the leg. It passes under 
the knee joint (the pulley) and is attached to the upper 
part of the leg. Its length, when at rest, is just suffi- 
cient to allow the entire leg to be straight. When the 
nervous system flashes its command to the muscle, how- 
ever, the muscle begins to shorten and to swell. As it 
grows shorter it necessarily pulls the lower portion of 
the leg with it and the knee joint is bent. For all prac- 
tical purposes this is all the shoeman need know about 
the theory of walking. 

There is nothing in the world of mechanics, not 
even in the most intricate of machines, the printing 
press, the automobile or the calculating machine, that 
is as marvelous as this mechanical movement of the 
human body which takes place when a person takes 
a step. 

The muscles of the body swing into action as the 
mind transmits its command to take a step forward. 

The shoulder and trunk muscles automatically move 
to maintain the body in balance. A delicate little 


TUDY your own foot of bone, flesh, mus- 
cle, nerves and blood. Study ana- 


tomical drawings of the foot. Find out how 
the mass of the foot fits into the hollow of the 
shoe and the important points where they both 
meet. 
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THE MOST WONDERFUL 
MECHANISM OF LOCOMOTION 


HE largest bones of the foot are 

called respectively by anatomists 
the “calcaneum” or “os calcis” (heel 
bone) and the“astragalus.” Thejointed 
framework of the foot extending for- 
ward is three to five fold in character, ° 
ending in the toes. 

There are five other irregularly 
shaped bones closely articulated with 
the heel bones and the astragalus, 
forming the “tarsus.” 

Then come the five bones of the 
“metatarsus,’ the longest bones in the 
foot extending from the instep forward 
to the ball of the foot. 

Then the fourteen “phalanges” or 
toe bones—two in the great toe and 
three in each of the others, thus mak- 
ing a total of 26 bones in each foot, 
closely bound by intricate ligaments 
and tendons. All form a structure 
which, next to the human hand, is the 
most wonderful piece of anatomical 
structure to be found in nature, in its 
combination of compactness, strength, 
flexibility and power. 














nerve cell in the ear automatically governs the bal- 
ance of the body. Destroy this nerve and we would 
walk like drunken men, if at all. 

The leg muscles move, and the legs begin to 
swing on the ball and socket joints of the hips, and 
to bend on the hinge joints of the knee. The won- 
derful framework of 26 bones of the feet prepare 
to do their part as the foot is lifted and carried a 
stride ahead, and, also to receive the weight of the 
body as the footstep is completed. Muscles draw 
taut, and relax, and the strangely jointed bones of 
the feet adjust themselves to each movement as 
the body of 160 pounds, or whatever its weight may 
be, is carried forward. All the while the flow of 
blood feeds and energizes the bones, the muscles, the 
ligaments, the nerves and the flesh. Even are there 
tiny sacs of oil which lubricate the joints. 

Engineers have addressed themselves to all prob- 
lems of transportation, 
saving that of transport- 
ing the human body on 




















structed to hold the side- 





two feet. They have made 
it comfortable for man to 
ride with amazing speed, 








and a considerable degree 
of safety, and even for 
man to fly. But they have 
not yet made it possible 
for man to walk in any 
manner different from 
that which he has prac- 
tised for thousands and 
thousands of years. 
There has been, fortun- 
ately, improvement in 
footwear. Soles are fitted 
to the stride, and leather 
prepared that is good for 
the feet, and uppers con- 














walls and joints in shape 
Caesar is credited wit! 
having ordered his sol- 
diers to have heels on their 
shoes, on the theory that 
heels shorten and quicken 
the stride, and save labor 
in marching with _ the 
world conquering legion. 

But heels were wor 
for style, centuries be ior 
Caesar ruled the world 
We have moved from the 
hard as iron shoe bottoms 
to light and flexible bot- 
toms, and to soles and 
heels, of rubber, and to 
divers other changes in 
our footwear — improve- 
ment all ways. 

Now what shall we do about it? We can’t sta) 
the tide of human progress. We must ride with 
it. No man of sound mind would advise that 
we turn back to the days of shank’s mare, of 
walking on two feet, propelled by the legs, an/ 
both directed by the mind, as the sole means {or 
transportation. That would be folly. Men, and 
women, too, of far lands, carried burdens on their 
heads, and, by so doing, gained strong limbs and 
beautiful carriage. But that way is not for civiliz« 
tion. 

We have before us one of the great probleris 0! 
transportation. 

But we do know, from practical every day ex 
perience, that every mortal is concerned ove” the 
part that shoes have in enabling him to carry hi 
load. He insists that his shoes be of a shap» ani 
construction good to walk in. 
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ATURAL BRIDGE ARCH 
oo for the smart fem- 
inine foot are as good to your 
cash register as they are “‘good 
to the foot, good to the eye, 
good to the pocketbook.”’ 
Nationally advertised via 
Saturday Evening Post and 
over WJZ and Associated 
Stations. A quality product 
surpassing any shoe in the 
popular priced field—%5 to $6. 


CRO 


LISTEN IN 


Natural Bridge Shoemakers 
entertain every Friday eve- 
ning over WJZ and Associ- 
ated Stations at 8:45 Eastern 
Standard Time with a de- 
lightfully, different program 
“Famous Loves”’. 


ATURAL BRIDGE ARCH 
) von give you maximum 
turnover at minimum ex- 
pense! Natural Bridge Arch 
Shoes also give you the sell- 
ing cooperation of one of 
America’s oldest and largest 
shoe manufacturers. 
Write or wire for details 
concerning exclusive agency! 
NOW, before some other 


“live wire” beats you to it. 


Cc) 


NATURAL BRIDGE 
SHOEMAKERS 


(Division of Craddock-Terry Company) 


Lynchburg, Virginia 











«NATURAL BRIDGE, 
ARCH SHOES O 
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THERE WON’T BE 
ANY SANTA CLAUS? 


Step up, you heavyweight gloom dis- 
pensers and all you faint-hearted light- 
weights who are casting insinuations on 
my ability to pay my annual visit ‘of 
cheer. Who’s going to keep me out? 


There are some things I want to explain 
to you—and emphasize with a few 
straight-from-the-shoulder jolts. Get 
this thought firmly in mind at the outset 
. . - Pll be here during the night of 
December 24th-25th as usual. I’ve 
been making these annual visits since 
time immemorial, and when you recol- 
lect the past follies and foibles I’ve 
witnessed in this world of yours, I 


wonder at your present uncertainty. 


Why you members of the richest 
country in the world . . . with an abund- 
ance of raw materials . . . cheap power 

. . manufacturing ingenuity . . . mer- 
chandising sense . . . and an expanding 
. should 


treat a Summer shower as though it 


international consciousness. . 


were the beginning of an Arctic Night, 


is beyond my comprehension. If you 
need assurance, we'll do the unusual— 
we'll have a broad rainbow across the 
sky for Christmas. But that rainbow 
is up to you— it lies in the minds of 


every one of you. 


Prosperity may be only a state of mind 


—but a little activity, backed up by 
assurance, will give you a better appre- 
ciation of the prosperity you’ve had—- 
and the greater prosperity that’s ahead. 
Keep your eye on the man in the street 
—he’s your customer and he’s going 
about his business much as he always 
has. If, by chance, he was speculating 
a month, or six months ago, that was 
in hopes of competency in years to 
come, not necessarily for immediate 
spending. He’s still earning his 
wages or salary ... his buying power 
hasn’t 


with. Possibly some of you are find- 


been seriously interfered 
ing that business is being conducted 
a little closer to the waistline . . . It’s 
temporary and I advise you not to 


aggravate the situation. 


Gate Claes 


of the Boot and Shoe Recorder Staff. 
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ARCH FORM .. . . For dress wear 
Super-Flex (Cement) Process . . . $10.00 
Littleway Process . . . . ». ». « « 8.50 

ARCH FORM .. ._ For general wear 
Flexible Shank Welts ... . . . $10.00 
Firm Shank Welts ....... . 850 








ISS ELEANOR D_W_____, proud of 

her reputation as best dressed girl in 

the executive offices of the ______._ Sales 

Co., N. Y. C., suffers foot discomfort because 

she does not believe it is possible to wear arch 

shoes without detracting from her appearance. 
She has not yet seen the new Arch Form. 

Mrs. Frederick M , attractive ma- 

tron in a Long Island suburb, detracts from 

an otherwise chic appearance by wearing 


THOMAS G. PLANT 
BOSTON, MASS. - - - IN STOCK 


Chicago Sales Office: 209 South State Street 
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is your prospect for 


this 


amazing 


dowdy comfort shoes. She has not yet seen 
the new Arch Form. 

There are undoubtedly many women among 
your own good customers who do not know 
the Arch Form and therefore are unaware 
that style and comfort are no longer two 
things apart. Arch Form brings them together 
as they have never been combined before. 

The little, live rubber cushion fits snugly in 
the cupped heel-seat, cradles and locks the heel, 
prevents the foot from slipping forward in the 
shoe and thus provides low heel comfort even 
in Louis heel shoes. 

This is news—and it is every modern shoe 
merchant’s birthright to cash in on this amaz- 
ing development—the greatest advance in 
shoe construction since “lefts and rights”. We 


are ready. Get aboard! Write or wire us—now! 


CORPORATION 
CENTERS: BOSTON: ATLANTA 


New York Sales Office: 908-910-912 Marbridge Building 
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shoe? 


HOLLY WOOD, $10 Retail! 


SHELDON, $8.50 Retail! 











The thumb points to the famous “Shock Absorber” 
cushion inside the heel which catches and holds the 
foot locked in position, preventing crowding and 
pinching of the toes. 








b | STARTING BABY 


65.000 MILE WALK 


4 
3 
bit 
rf 
> A lecetne ot Oe 
Care of Neder: 


cate 8 ree 
we Nee at eae 
epee ont Bete Saw 


e FIRST AID TO e 


SELLING BABY SHOES IN THE 
SHOE STORES AND DEPARTMENT 
STORES 


In order to help you sell this great and ever- 
rising tide of business, the makers of Ideal 
Baby Shoes have not only provided the finest 
line of infant’s shoes in the world but are 
also ready to supply a new and valuable 
series of First Aids to Quick Sales: 


A set of attractive Folders, 
written by experts in juve- 
nile hygiene and explaining 
fully the care of little feet 
and how to fit them with the 
right kind of shoes; 

Display Cards identifying 
your store to thousands of 
mothers who are already 


familiar with Ideal Quality; 


A simplified system of lasts, 
which greatly reduce the 
stock necessary to sell Ideal. 
Footwear to best advantage. 


sample case of Ideal 

Baby Shoes. 

** has been the Showing the three 
of Mrs lasts in soft, inter 


Day’s Ideal Baby mediate and hard . 


Giees fos over 38 We have a com- soled shoes. 








STYLES Of 
TOMORROW-> 


INDEPENDENT patterns are perfect com- 
plements to the new and radically different 
feminine styles. With this selling point you 
may convince the shopper that your store is 
the best place to get footwear that will set off 
her ensemble to the best advantage. 

Reverie, pictured below, is one of the new 
complementary patterns of which Inde- 
pendent is particularly proud ...lines and 
material graceful and modern... tiny strap 
and buckle imparting an irresistible air of 
refined originality. 

By all means, invite an Independent repre- 
sentative to see you now! He’ll show you many 
styles as interesting as Reverie. 





This is the doctor’s _ 











years. 
plete Selling Plan 





which will certain- 
ly interest you. 


It will be mailed 
at your request. 


MRS. DAY’S IDEAL 
BABY SHOE CO. 


DANVERS, MASS. 




















“REVERIE” Mig Song sor Se 


lar, 185 Last, 18/8 Full 
Breasted Heel. 
AAA to C Widths 
Special Make Only 


May be had in all desir- 
able colors and 
materials. 


ee Se nae 
Independent Shoe Manufacturers 


1/40 Washington Ave Saint Lous Misrrou 
wer De, ~” * 
CN +A 


* High Geade Neve He 
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JES... that’s exactly 


‘| what I want. Even 











‘| though they area <> 
half size smaller, this partic- . 
ular style may be real com- 
fortable.” 


**Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 


feel?” 


“Well, this one seems a lit- 
tle too snug. But perhaps it’s “~7 


imagination because they are 


“Nearly every- 
one’s feet vary, 
madam. Appar- 


ently your left 


Satisfy the Foot as well as the Customer 


foot is a trifle smaller. Our 
REPCO stretcher, however, 
) will ease that shoe in such a 
- way that it will never cause 


you discomfort.” 


@Just how frequently this situation 
arises is best known by the salesman 
himself. His careful fitting 
gains and holds desirable 


orderly equip- 
ment of stretch- 
ers is necessary 


— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 

and the blocks are conneéted by a strong 

steel hinge. The aétion is easy, accurate 

and dependable, through a simple mech- 

anism—toggle joint and slow aétion 
thread screw. 


For Sale by Shoe Findings “Deaters 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 
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BLACK AND WHITE 


BROWNANDWHITE 
USE 


























In the coming season, smart ) th a 
footwear — white in combination — 


must do duty as well as look smart. 


The white leathers must not only 
have the fine. durable qualities of 


cood sports leathers — they must be 


especially a permanent. clean white 


which can be quickly restored to 
original crispness after the abuse of 


active service. 


Elko and Deerskin are ideal for the 

black and white, and brown and white 

NORTHWESTERN 
LEATHER 

COMPANY marvel at their long style-life under 

TRUST the trying conditions of field service. 


BOSTON 


combinations. Your customeérs will 
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FEATHER Hees BACKED 


BY NATION WIDE 


DEMAND 


Leather Heels Featured i [ Leather Heels Popular in 
Columbus New York 


CoLumsBus, OHIO (UTPS)—A new A steady demand for leather heels on 
featured style development in the§-Try..... .« newpstreet and walking shoes is noticed by 
woman’s fc .twear field in Columbus isB 11 Yxcsiicne: &New York retailers, and many shops 

4,“ 2*|the leather heel which is selling brisklygt tie tresry trafare featuring them in high and curvedg.... 
x hs at a number of the downtown storesihun ¢aJx dow “QCuban heights. Customers are asking, af 
at ¥!Di and in the shoe sections of department cur, festea mecre}for them, with the result that this typelvist, 
3 cot th stores. This sloe which comes eitherfice fox Decetover fheel finds a readier sale than the cov-ficr 
rea, Wilalin a one-strap effect or in opera styldbi ings were aid fered heel in the majority of cases. Evenf the 
Suh S shown in suede, kid and calf-Bevidexce, presidgfon. hand turned soles, the built-up}ihe 
eaner, of cle widleather heel is being shown. 
nJ zrd one'iv GH At the new Stewart & Co. storéPiy a 
im I ty “Villiarya J. Whopened on Fifth Avenue last week andpbppro: 
¥ Suedes in brown and black are the§- Messechvseits Jalready noted for its smartness, leatherfiateves 
‘a 


h. leading sellers with dull mat kids next-hents of MassacBheels are shown og cariety of models,ithering 








in importance, according to a surveylr Pro;rar. was piboth in sueds Vaeecather walking 

of the leading shoe concerns. Reptilesfations 'olicwimgshoes, and A Aee’eht turned sole Je, 
*» Jare also coming to the fore with thefijou Jimnec, the ¢numbex@augieas “ 
‘4 genuine lizard in the lead. Some callsf mercha Ts Se (HEU COTO AP) 

‘ }Jare received for reptile and kid com-f-@3iteGaeeao git 
,Gbinations. Blue kids are holding their &: Mim ees ; » PA 40" 
“4own but are not gaining. Some callsiirnilicaNane annem ie new sili 

:ffor greens are reported at severalfyle as « ¥ | gl brought ts 
stores. rr. werclf }§ y B the leadir: . 

3 V. C. Wene, manager of the shoekc fouc ee A ops. 

adepartment at the Morehouse-Martens{i)us.7s/ 7 Ae 4 etatiers Are say? 
Co., reports leather heels the best fea-Ffenr.4 Caley style which carrie. 
ture and the latest development. There costumes perfectiy, a 





flare developed in both brown api. is a 4 ying un che trimained st, 


suede and in kids. Kids are - — B the plain ones. One &. 
*. |volume with reptiles thirg Mat there was no reason 
Phillip F. Graffis, ag i P shevia not show just as 
and buxer for wor —_«a iitvy in designing ar did 
olumb Walk-¢ ) Bed rovdels, and he relieves 
black a ‘ ‘shoe pusines: 
with o ee : —— aw By | ecagnat' 
mat ki . pid. if the: 
| , , yl, that is 
feeys, 4s At a recent meeting of the Massachusetts Shoe Merchants Associa- opie ali 
Ke tip of “fe tion one of the leading style authorities in the country advised her pthen. &: 
rin gold o¢ s audience to watch carefully the certain trend in leather heels. tal 


. a ge . 7 f 
oo She told them that there was a steady growing demand for leather gly bri 


a eel cover. . 
heels for afternoon, street and walking shoes. , are Th 
’ and the 


‘ 


Leather heels constitute the surest style note of the present season. 


For information about 
RENTON LIGHTFOOT LEATHER HEELS 


write to the 
WHEN YOU ORDER SHOES, SPECIFY RENTON HERI, CO. 
63 Allerton St., Lynn, Mass. 


RENTOS [EELS 
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cA good season for 


..«LANDRITE CALF 


The modern, outdoor girl of today has 
made Tandrite Calf one of the most 
popular of all leathers for women’s shoes. 


This beautiful and exclusively tanned calf- 
skin meets the mode so perfectly. It is the 


HUBSCHMAN & SONS, 


58 


leather preferred for the smart shoes worn 
to football games—for out-door life and 
for the business woman. Exquisite in 
finish and color, it is soft, pliable —yet far 
more durable than the usual leather for 
women’s shoes. 


Unless you have shoes of Tandrite, you 
cannot show the most fashionable models 
in calfskin which the season affords. 


‘=a. ©* ® 


Boot AND SHOE RECORDER 


combining THE SHOB RETAILER, Nov. 3! 


PHILADELPHIA 


1929 





"FOR EVERY WALK OF LIFE 


A smile comes easily to the busy salesman. .. 
who WIiTls another ANY of your customers 
Gntber...dnd Rue eee ae 
the contentment of '23":,2°%,01 the twenty-four. Tf 
comfortable shoes— er a i eainbed castors 
Se tes eae oo 


Comfort, then, is the most im- 
portant factor. Well, it’s easy 
to win if you sell shoes that have 
the modern cork-features. When 
Armstrong’s Cork Box Toes and 
Cork Counters are on the job, 
you can truthfully tell customers 
that the shoes you sell are light, 
flexible, and easy. 


You can pick up a pair of 
these shoes —heft them — flex 
them—give them to the customer 
to feel. You can say: “You 
don’t have to break these shoes 
in, because they are comfort- 
equipped at heel and toe.” If 
you like, you can show the cus- 
tomer the pair that you are wear- 
ing. Yes, he'll see that they hold 
their stylish lines. That’s because 
Armstrong’s Box Toes and 
Counters are strong and resilient. 


You can order these cork-fea- 
tures in any style of shoe. We'll 
be pleased to send you a list of 
the manufacturers who have 
found that cork box toes and 
counters do not increase costs. 
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ARMSTRONG CORK CO. 
Specialties Division 
Lancaster, Pa. 

Boston, Mass 197 South St. 
Milwaukee, Wis...811 Majestic Ridg. 
1017 Broadway 
204 S. Third St. 

Brant St. 











You will note the appli- 

cation of Armstrong's 

Cork Box Toes and 
Counters. 


ARMSTRONGS CORK 
BOX TOES avd COUNTERS 
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A socalled “cork” welt, often made 
GENUINE BARBOUR STORM- of rubber or artificial leather, with 
WELT, solid one-piece sole leather a core of string, jute or paper. 
construction. ‘ 

































































Every wideawake shoe merchant realizes the attitude of his customers toward 
“paper” in their shoes. Shoddy substitutes, even in one small detail, may be enough 
to prejudice your customer against a second purchase. 


Remember this when you buy shoes in the Stormwelt styles. First remember that 


“STORMWELT” is the registered trade mark of the Barbour Welting Company 
and can be used only in connection with the solid sole leather, one piece, Barbour 


Stormwelt. 


All other so-called “cork-welts” are of two-unit construction and the “rib”, or 
top deck, may be, and often is, made of artificial leather with a core of paper or 
string. 


You can avoid any possibility of getting this variety of welting in your shoes if 
you specify Genuine Barbour Stormwelt. 


“The Weather-Strip That’s A Leather Strip” 


—— - COMPANY: 


BROCKTON, MASS. 
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This is significant. 

Each year adds to the list of 
manufacturers and retailers who turn 
from disappointing experiments 
in price, quality or delivery to 
standardize on Rajah Products. 
We are repeatedly told that the 
certainty of rightness alone makes 
Rajah Products worth more 


than they cost. 


ALFRED HALE RUBBER COMPANY 
ATLANTIC, MASS. 
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Shoe in ALPINA Calcut- 
ta Lizard by Best & Co. 


ASHION’S consistent approval 
of reptile leathers—has been the 


style sensation of years! 


leathers 
never tire the 


eye! 


the beauty of the living skin—with the 
flexibility, the durability and _ the 


workability that keeps them high in 


. —_ favor. 
The answer, of course, is in the fact 


that one never tires of looking at The trade has long since accepted 


reptile leathers. Watersnake—Python Alpina Reptile Leathers as a style- 


—Lizard—their beauty is constant— staple. The public has accepted them 


as a style-classic. 


yet varied. No two patterns are ever 


identical. Nature has fashioned them For spring there will probably be 


with infinite variety. And _ reptile a shortage of Watersnake. Time to 


leathers as tanned by Alpina — have think of your supply! 


F. HECHT & CO., Inc., 44-50 East 32nd Street, New York, N. Y. 


Sole American distributors of Alpina genuine Reptile Leathers 


and Boroso genuine Sea Leathers Shoe in ALPINA water. 


snake by Best & Co. 


ALPINA 


genuine 


REPTILE 
LEATHERS 


Boor ANp | 
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PRICED AT RETAIL 
FOR ALL TYPES OF 
CUSTOMERS 


TRADE MARK 


—AND NATIONALLY 
ADVERTISED TO 
35,000,000 WOMEN 


Genuine Deauvilles range in retail price from $5 to $18. For knock- 
about or more formal wear, there is a Deauville Sandal for every need, 
and for every pocketbook. 

Finest leathers and expert hand weaving go into every Deauville 
model. Colors and patterns of exclusive style. That is why, at any 
price, they offer the very highest value. Designed both with molded 
and regular soles—Cuban and medium high heels—widths AAA toC. 
Genuine ‘‘ Deauville Sandals” are stamped on the sole with the 
registered trade mark. Feature this line of woven sandals, backed by 
powerful consumer advertising in 1930. 


GOLO SLIPPER CO. 


129 DUANE STREET ’ ’ NEW YORK CITY 
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SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 


ELONGATED SLOT 
PERMITS SLIDING 
ACTION 


























Boot AND SHOE RECORDER 
combining THs SHOE RgralLer, Nov. 30, 1/29 





























ResitiENcy is as vital to the shank of the shoe as it 
is to the suspension bridge. To withstand the weight and severe 
strain, the Crawford Arch Supporting Shank — like the suspen- 
sion bridge — is constructed so that it will move up and down 


as weight is applied and removed. 

The Crawford Arch Supporting Shank embodies the combina- 
tion of rigidity and flexibility. It is a resilient steel brace built 
into the shoe. A truss, riveted to the under side of the shank, 
keeps it in its original curved shape. One end of the shank is 
slotted and fitted around a split rivet, so that it will slide back 
and forth as the weight of the body is applied and removed from 
the foot, yielding just enough, under pressure, to accommodate the 
natural flattening of the arch. When the foot is raised, it springs 
back into its original position. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 








Boor anp SHor RECORDER 
combining THs SHop RETAILER, Nov. 30, 1929 





Weak Arches 














a Liability 


- 














Pro PLE buy shoes anticipating comfort for their feet. Weak arches 
cause pain and they blame the shoes. The next pair is bought elsewhere. 

No shoes can correct weak arches, and where arch weakness exists, 
though you may be in no way responsible, there will be no comfort in 
your shoes—unless you put it in. 

The best that an “arch support” shoe can possibly do is to prevent the 
trouble growing worse—and that is not to be expected. You'll never find 
two feet with exactly the same degree of weakness in exactly the same 
place—so the right support where needed cannot be assured except 
through proper fitting of an appliance that can be adjusted to the require- 
ments of the individual foot. 


Dr. Scholl’s Foot Appliances give in- 
stant relief to tired, aching feet, weak 
or broken-downarches, etc. They gently 
raise the arch to normal by easy and 
comfortable stages. Adjustable to the 
exact requirements of every foot. Only 
Dr. Scholl’s Supports have thi pat- 
ented feature. 


And the only permanent relief from arch trouble comes from COR- 
RECTION. This is attainable only through raising the support a little at 
a time until the affected arches are comfortably replaced in their true po- 
sition. None but adjustable appliances can successfully be used for this. 


In every part of the civilized world many thousands of shoe salespeople 
are fitting Dr. Scholl’s Adjustable Foot Appliances — affording instant 
relief and ultimate correction to hundreds of thousands of foot sufferers, 
—making staunch friends of those whose patronage would be only tran- 
sient — and reaping for their firms a worth-while direct profit on this 
invaluable service. Results speak for themselves. The work of these people 
is effective. Your own salesfolk can do as well. Our Educational Depart- 
ment can quickly teach them how to examine a stockinged foot, determine 
the location and extent of arch weakness, select and fit the proper 
appliance and make further adjustments until the condition is corrected. 


THE SCHOLL MFG. CO., Ine. 


Largest Makers of Foot Appliances in the World 
° 213 W. Schiller Street, Chicago the condition of the foot improves. No 
other method gives such satisfactory 


62 W. 14th St., New York 112 Adelaide St., E., Toronto results 
Granville Square, London, E. C. ‘ 


Branches in the leading cities of the world 


With this arch Fitter Dr. Scholl’s Cor- 
rective Foot Appliances may be care- 
fully molded to exactly fit the arch 
and then to increase the elevation as 


Raising the appli- 
and halting its fur- ance a trifle after a ance still higher as 
ther drop with a few weeks as con- condition of foot 
Dr. Scholl ap- dition of foot further im- 
pliance improves. s proves. 


Dr Scholls 


Corrective Foot Appliances 
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Easinga fallen arch é 
its normal contour on 


fourth and final ad- 


~ justment of ap- 
i" €. 


Raising the appli- = (ir fully restored to 





On the ico—IT°S STAMINA 


Underwood & Underwood 


CONTINUING A 
FLYING START 
SPORT ELK STILL 
A WINNER 


STAMINA— 


In the field of Sport—and in hockey in 
particular—the ability to “stand the 
gaff”’ is the test of the true player. 


In the field of leathers, too—stamina is 
essential to success—the unspectacular 
kind of stamina which “day in and day 
C.D. KEPNER out” turns in a good record of satisfac- 


tion to the wearer. 
LEATHER CO. 





Kepner Sport Leathers have stamina, 

. the kind that quality, careful workman- 

The friendly H ouse ship and rigid inspection alone can give. 

Their performance has inspired a sense 

of Boston of loyalty in wearers which means an 
ever-increasing repeat business. 








137-139 SOUTH ST. 





Wise retailers are capitalizing the stam- 
ina of Kepner Leathers. 





KEPNER forosrerctees ELK 
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SPECIFY THESE SOLES! 
FOR SPORT FOOTWEAR 


They are made in Men’s and Boys 
| with heels to match, in the 
> following colors:—black, 

tan, red, blond (leather 
shade), natcral pure 
gum, blue and 


A QUALITY SOLE FOR VOLUME BUYERS 


These appropriate and attractive soles are made by a 
Company whose twenty-five years’ experience in the 
production of this material is your guarantee that they 
are right in every way. 


PANTHER RUBBER CO. 
STOUGHTON, MASS. 


Boor 
combi 
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FLOCKS 


Capering on his goat’s legs out of the dim mists of mankind’s 
earliest history comes Pan—god of the herdsmen. Primitive man 
created Pan with vigorous goat’s legs to typify the harsh but 
productive earth. The human face and body exalt man’s superior 


intelligence. 


Thousands of years later man’s skill still selects the skin of the 
goat in tremendous quantities to make some of the most beautiful 
and necessary things he uses. In the United States alone fifty 
million goatskins are imported annually to fabricate footwear, 
bags, gloves, trimmings for dainty dress and toilet accessories, ete. 


In the goatskin industry the creative spirit of Pan is more vibrantly 
alive today than it has been since the 


beginning of the world. 


The Romance of 50 Million Goatskins 


LEATHER COMPANY NORTH PHILADELPHIA 


Tanners of Black and Colored Kid Black Kangaroo Colored Kid Linings 
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The 
DAYTIME 


Slipper 





IN STOCK 











GENUINE HAND TURNED 


$2,05 


5%, 30 Days 


RED KID, BLACK KID, GREEN KID, 
BLUE KID, PURPLE KID, 
BLACK SATIN AND PATENT 
First quality upper stock, genuine leather 
counters, turn construction; extra fine 
leather soles in natural finish, steel shank, 
lined with light colored satin. Made over 
combination last by skilled Italian turn 


shoemakers. Looks and fits like dress 
shoe with boudoir comfort. 


ORDER A SAMPLE PAIR TODAY 


SACHS & VicoritH INc. 
Makers of Hand Turned Footwear 
1401 CENTRAL PARKWAY 
EINCINNATI, OF:IO 


“aaae DIAMOND SPATS 
| MADE IN ENGLAND 


Why accept an imi- 

tation when you can 

buy the genuine arti- 

cle for less? 
Diamond Brand 
is 100 years 
old — None 
Better ! 


In Stock—4 
Popular 


Tailored Shates 
Perfect Fit 
Fashionable KEENE BROS. CO. 


47 WEST 34th ST., NEW YORK 




















9 
r NOTICE 


We have sold our patent No. 1419034 for the U 
shape bar on button coverings to the G. H. Pulsi- 
fer Company, of Providence, Rhode Island. 
They now own all rights pertaining to this patent. 
Arrangements for the use of this patented bar 
will have to be made with said Company. 


C. & G. MANUFACTURING CO., INC. 
61 PECK STREET 
PROVIDENCE RHODE ISLAND 


MANUFACTURERS OF RHINESTONE SHOE BUCK- 
LES AND OTHER UP-TO-DATE NOVELTIES 











* 
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IN STOCK 
AA TOE 
ONE OF 25 


MADE IN PHILADELPHIA 


107 — Black Suede, BY MASTER CRAFTSMEN 


Lizard 
CF. Heel and Strap, Combins- 
tion A C Last—AA to D. 


C. S. GIBBON CO. 
50-54 No. 4th St. Phil. Pa. 








The present edition of the Shoe and Leather Lezi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available uncil 
a new edition has been printed, at which time 


Boot and Shoe Recorder 
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The outstanding 


leather for Spring. 


A. C. Lawrence Com- 
pany’s Elk Leather is 
full-grained, and _pro- 
duced in ten attractive 
Spring colors. 


Write for swatches if you 
have not seen this supe- 


rior Elk Leather. 








21IO South Street v o Boston, Mass. 
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AN ACCURATE FINANCIAL RECORD 


of your business—one important key to success 








The Boot and Shoe Recorder’s 
Financial Record 


I T AND SHOE RECORER ‘ — 
FINANCIAL RECORD is another distinct RECORDER 


merchant service. 


Se 
eee ntti & a 
' ce _ 9g al 

ACCOUNTS PaYasie ——e 


MONTHLY SALES SUMMARY 








This book provides for an accurate 
record, with entries made easy cov- 
ering income, outgo, cost, selling 
price, profit, liabilities, assets. 


Each sheet is properly headed and 
——— ruled to cover each operation and 
ccmmmtmntagatt.. diet ___, | each department. 


carreerrion of mma 
a 
ACCOUNTS RECEIVABLE 


a 
wy 
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MPARISON SALES, PROFIT AND LOSS AND FINANCI qT 
PERIODS OF SIX MONTHS AL STATEMENTS BY 


=== ===] | The Financial Record 
} with cloth board loose leaf binder— 


consists of: 


100 Daily Sales Sheets 
(women’s, men’s, children’s 
hosiery, miscellaneous) 


6 Accounts Payable Sheets 

6 Accounts Receivable Sheets 

6 Cash Received Sheets 

6 Cash Disbursements Sheets 

6 Monthly Sales Summary Sheets 
6 Purchase & Merchandise Sheets 


1 Yearly Comparison and Financial 
Statement Sheet 
(all ruled both sides) 


Contains sufficient sheets to cover one year’s requirements of 144%” x 114%” 
average size busy shoe store. $1 2.50 
Re-fill sheets carried in-stock. F 


Used in conjunction with our STOCK and DAILY SALES Postage prepaid 
RECORD, it gives the busy store accurate records of every (Check with order, please). 





























BOOT AND SHOE Boot & Shoe Recorder 


Chicago, Iil. 


Please send me the Financial Record for 


which find check enclosed for $12.50. If 
this bookkeeping method does not meet my 
requirements, we have the privilege of re- 


a a turning same, postage prepaid, within 5 
® ® days. 


Merchants Service Dept. 
189 W. Madison St., Chicago, Illinois 





Street 
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Elk Veal Sides by Pfister & Vogel 


add Wycstinction and 
Long Wear to Sport Footwear 


— he ONE TRS ROT Ta 
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HERE are 
few leathers as perfectly adapted 
to sport footwear as Elk Veal 
Sides. . . for Elk Veal Sides 
were developed through a spe- 
cial tanning process by Pfister 
& Vogel especially for this serv- 
ice. They are soft and mellow, 
yet sturdy and long wearing. 
They add comfort to smart 
appearance. The fine tightbreak 
instantly reveals the splendid 
quality of these leathers. 


‘Specify P. & V. Elk Veal Sides 
for spring and summer sport 
wear . . . they will add that 
unquestionable distinction which 
always accompanies leathers by 


Pfister & Vogel. 
Elk Veal Sides are made in 


the following colors . . . Brazil 
Brown ... Blonde... White... 
Black . . . Smoked . . . Jersey 
... No. 104... and Fume. The same colors are also available in 
Velo . . . another distinctive Pfister & Vogel sport leather. Ask for 
sample cutting of Elk Veal Sides . . . They will be sent upon request. 


PFISTER & VOGEL 
LEATHER COMPANY 


Milwaukee, Wisconsin 
Branches: 
BOSTON, MASS. PHILADELPHIA, PA. NORTHAMPTON, ENG. 
NEW YORK, N. Y. ST.LOUIS, MO. LEICESTER, ENGLAND 
CHICAGO, ILL. SAN FRANCISCO, CAL, FRANKFURT, GERMANY 
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Machine is usually equipped 
with Climax Brush No. 464 
of cloth, and No. 197 


of yarn 


Clean Merchandise 


Nosopy wants to buy shoes that have become soiled or marred 
in handling. Why jeopardize the sale of a pair of shoes when you 
can make them presentable to your customer by cleaning or polish- 
ing them in a jiffy on the Shoe Cleaning Machine — Model A. 








This motor-driven machine will accommodate two cloth or yarn 
brushes or a combination of each as desired. The motor is belted 
directly to a grooved driving pulley on the shaft carrying the brushes. 
Set up this simple, compact machine in your stock room and con- 
nect it up with the nearest electric light socket. The Shoe Cleaning 
Machine — Model A, is now standard equipment in all up-to-date 
retail shoe stores. 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


Auburn, Maine Johnson City, N.Y............ 276 Main  ) 8 SS eee 37 Warren 
Brockton, Mass. 93 Centre Lynn, Mass 306 Broad Philadelphia, Pa 221 North 13th 
Chicago, Ill Marlboro, Mass 2 FEOCORER 4 ROGRONIET, IN« Be ecccccccccccses 130 Mill 
Ciacinnati, Ohio Gilbert Milwaukee, Wis. 258 Fourth St. Louis, M 1423 Olive 
Haverhill, Mass 145 Essex New Orleans, La. 216 Chartres San Francisco, Cal 859 Mission 
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There Are No Bears 


among shoemen who have bought and sold 


7003-—Patent; Button Strap O M 7027—-Champagne Kid; Lizard Trim 
Trade Mark 


ELAM 


Gre 0) 


These up-to-the-second merchants consider how much better pleased 
mothers are with this new and proven process of shoemaking, as compared 
with ALL other processes. 

It’s always a BULL MARKET, with big and positive dividends, when 
“trading” in ELAM-COMPO. 


Tackless—Nailless—Stitchless 
—Waxless 


ABSOLUTELY SMOOTH AND 
FLEXIBLE SOLES 


Infants’ Shoes in Beautiful Styles 
plus Comfort No Other Shoe Can 
Give. 


AND REMEMBER—Soles attached 
with Compo duPont Cement wear 
longer and just can NOT tear, rip 
8002—Pateut; Champagne Top or pull OFF! 8005—Patent; Beaver Kid Top 








The OLD WAY, That The ELAM-COMPO WAY, 
Brought Complaints That Brings Good Cheer. 


Seams, tacks and stitches that hurt Smooth soles with no hurts make feet 
tender feet happy 











Send For Samples 


F, S. Elam Shoe Company, Inc. Manufacturers Rochester, N. Y. 


Samples on Display at Our Boston Office, 532 Statler Bldg. 














Boor anD SHOE RECORDER 
combining THs SHOE RETAILER, Nov. 30, 1929 





A NEW LINE OF _ | 
STORE EQUIPMENT [iq 


W. announce the addition of a 
completely new and conservatively priced line of store equipment 
which should be of the greatest interest to all merchants. @It is 
designed and priced to meet the needs of those merchants whose 
appropriation for equipment is necessarily limited, but who desire 
to secure the benefits obtainable only through Grand Rapids store 
planning and Grand Rapids equipment. @ This new line is in no 
sense a “‘cheap”’ line. It provides the same advantages of flexibility 

and interchangeability which have always characterized Grand 
Rapids equipment. Its lower price is made possible through in- 
creased efficiency in our manufacturing plants, our enormous 
buying power and quantity production. It is “‘Grand Rapids 
made”’ throughout. @ Thirty years of manufacturing experience 
—thirty years of planning and equipping thousands of stores for 
more efficiency and profit—places this organization in a position 
to give the very latest in design, and the utmost in value, in all 
fixtures which we offer to the trade. @ Toany merchant contem- 
plating changes in his store, we offer in this line the benefits of 
our experience in store planning, and the saving in costs result- 
ant from the production facilities of nine great plants. @The 
new line is ready. Our salesmen are equipped with catalogs 
and price lists enabling them to furnish you with complete 
information. @ Write us or simply mail the coupon for com- 
plete data about this line. It will not obligate you in any way. 








GRAND RAPIDS STORE EQUIPMENT CORPORATION 


store planners, designers and manufacturers of fine store equipment 


| 


Grmral Raaiels Granp Rapips Store Equipment Corp., Grand Rapids, Mich. eo Factories: 
- vl I a Gentlemen: We are interested in your new line of store equipment. Grand Rapids 
we Please send further information and a free copy of your new book, r 
Branch offices and “The New Way Method in Merchandising.” 


representatives in 


very territory Name | New York City 





Fvecutive Offices 


Portland. Ore. 


Baltimore 

















City. 
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SHOE STORE 
SERVICE SECTION 


A 





Devoted to Matters of Display and Merchandising Methods 


DECEMBER 
MERCHANDISING 
HiGHLIGHTs 


Dec 


ember 1-7 

It’s time now to get some Christmas atmosphere into the window decora- 
tions. But don’t overdo it. And it might be well not to crowd out the 
regular shoe lines that must be moved this month to get the profit. 

By next week there should be some table or booth displays of gift merchan 
dise on the sales floor if the space can possibly be arranged to permit of 
this. Get everything in readiness for it now. 

There isn’t enough gift buying done in shoe stores. This is because the 
range of prices on gift items isn’t flexible enough. But you can make it so. 
For the folks who want to give presents that cost more than a pair of mules 
or slippers or a box of hose, suggest a gift box containing either or both 
of these items, to which can be added some spats, shoe ornaments, shoe trees 
and even dressings and polishing outfits. 


December 9-14 


Run some ads devoted entirely to gift goods. You might also run a 
separate ad or two on the winter line of shoes. 

This is a busy time, but the wrong time to lose track of the shoe stock. 
Let some one follow this up closely so that you have an accurate inventory 
each morning and give the salesfolk daily instructions on which numbers 
to push. 


December 16-24 


There is so much to be shown and to be cleared within the brief time 
remaining before Christmas that the occasion calls for stocky window 
trims. Still it is advisable to keep each class of merchandise together in 
unit trims rather than to have one conglomerate hodgepodge in which nothing 
stands out. 

Exert every effort to keep the aisles clear and to keep the merchandise 
tables or booths replenished as fast as the goods are sold. 

Be very particular about the neatness of the packages. They speak for 
you. Let them speak well. 

Merry Christmas! 


December 26-31 


Boor AND SHOE RECORDER 


A week of exchanges. Unless you intend starting your major clearance 
sales at once, it may be as well to leave the old prices on the gift goods 
while exchanges are coming in. But business will need a stimulant, so feature 
some items at a price. 

Happy New Year! 
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Shows you how to bring more and bet- 
ter trade into your store ... 32 pages 
of seating suggestions for modern shops 
in this interesting and practical book 


“New Styles in Shop Seating”’ 


2 i A a 2 a te i 


“Gentlemen, I want to compliment you on your book 
“New Styles in Shop Seating.’ It is a genuine help for 
the modern shoe store owner and reflects a keen ap- 
preciation of our problems. Any man interested in 








attracting better trade and building prestige for his {S—ee : 

store should read this book.” ee \ 

So writes a successful eastern shoe store owner. Perhaps Ly { 

this book will help you. Shall we mail you a copy? It 

is free. How proper seating can give your store an air 

of distinction—attract more and better trade—greater  & I di 

capacity at less cost and bigger profits on your invest- : T 

ment, all explained in this free book. Simply use the : jie he 

coupon below. ! AG _ 
Wily shor 


The “‘American’”’ Free Service Plan me infc 


“American” engineers and draftsmen are at your service : C 
to suggest new ideas in seating arrangements. In the 
past fifteen years thousands of shoe store owners have tree 
accepted this free service. And as a result American wou 
Interlocking Shoe Store Chairs are building profitable a di 
business daily. This service is yours for the asking. No. 9015 and 
Fill in and mail the coupon today. 


American Seating (Gmpany 


1060 Lytton Building Chicago, Illinois 


Branch Offices—New York: R. 601-119 W. 40th St. 
Philadelphia: R. 7038-1211 Chestnut St. 
Bosten: R. 302-69 Canal St. 


may} 
cell 








American Seating Company 

1060 Lytton Bldg., Chicago, Ill. 

Gentlemen: Send me, without obligation, your helpful 32 Page Book, ““New 
Styles in Shop Seating."” 

Name “4 

SINE cotcterrinecces 

RI seco vinsasiceaa 

Address Personally to 
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SELL 


There would be far less dis- 
satisfaction with shoes if 


people properly understood 


HOE 
SATISFACTION 


the sale of shoes. It merely begins there. 

HOLDING a customer is more important than 
gaining one. It costs considerable money—spent in ad- 
vertising, display and other items—to gain a customer ; 
but not necessarily to hold him or her. So your profit 
lies in holding them. 

This being the case, why should not the objective of 
retail shoe salesmanship be the customers’ prolonged 
satisfaction with the shoes rather than merely immediate 
satisfaction? True, immediate satisfaction is essential 
to the immediate sale. But prolonged satisfaction is 
essential to the re-sale. 

You may please customers with becoming styles. You 
may take pains to fit them properly. You may give ex- 
cellent values. “And,” you may ask, “what more can 
I do?” 

The answer is: Teach them the proper care of the 
shoes they buy. A look at the condition of their old 
shoes will convince you that most customers need such 
information. 

Only a very small percentage of the public use shoe 
trees. If they but knew their value, they practically all 
would use trees, and through this cause alone many 
a dissatisfied customer would have been well satisfied 
and would have been held instead of lost by the dealer 
who sold him his last pair of shoes. 

Many people put wet shoes on or very close to a hot 
radiator or stove and leave them there until they dry 
out and curl up. Warn them against this or your pres- 
tige will be injured through it. Some don’t use a shoe 
horn or open the laces out enough when putting low 
shoes on, with the result that their weight comes down 
on the tops of the quarters, causing wrinkles there and 
possibly breaking the counters in time. When old shoes 
show this misuse, suggest the remedy. 

The best of leather may take on a gummy appearance 


f YHIS business of selling shoes does not end with 
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the care of them. 











of the 
cheaper pastes contain ingredients that tend to dry the 
leather. It is well to make sure that the customers are 
supplied with the proper cleaning and polishing creams 
for the shoes they buy. It is the part of good merchan- 
dising for you to have your salesfolk become thoroughly 
posted on creams and make the proper recommendations, 
which also might cover the method and means of apply- 
ing the creams. 


through the use of too much polish. Some 


One source of dissatisfaction with shoes is the way 
they deteriorate when not in use. If put away in a neat 
shoe cabinet they would keep in better repair and be 
clean and ready for use when wanted. Also, they would 
be out of the housewife’s way when cleaning bedrooms 
Why not recommend shoe cabinets, 
A very popular peeve is the breaking shoe lace, 


and clothes closets. 
too? 
which often brings down some left-handed blessings on 
the head of the poor shoeman. Folks should always 
have some extra laces on hand. Ladies could carry them 
in their handbags. Give extra laces with shoes. 

These and other items related to the care of shoes 
should be brought to the attention of each shoe cus- 
tomer. In most instances some, and in some cases all, 
can be sold. That will make the immediate sale bigger 
and the resale surer. 











a, 
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Cc. P. FORD & CO., Inc. 
Rochester, N. Y. 


HIDDEN CHARM 


Style alone will: never sell shoes right—nor will work- 
manship—by itself. 

Shoes to be merchandised right have both—and 
ARCHETYPE shoes have something more. 

They are shoes, scientifically constructed, that meet and 
combat all foot discomforts, and yet are so skillfully 
designed that while only their beauty and goodness are 
apparent, their ease and perfect fitting qualities are 
found only when on the feet. 


C. P. FORD & CO., INC. 
ROCHESTER, N. Y. 
Detrott Office: Burns-Gray Bldg.—Ray Wegman 
Chicago Office: 1815 Republic Bldg.—Ray McCarthy 
New York Office: Marbridge Bldg.—Jack Galway 





RIDING ACCESSORIES 


In conjunction with the largest STOCK of 
IMPORTED ENGLISH RIDING BOOTS in 
the United States, we carry a full line of riding 
accessories, enabling you to receive immediate 
service for all your riding requirements. 


ALSO 
IN STOCK 


Riding Crops 
Boot Lifts 
Boot Trees 
Boot Hooks 


PUTTEES 


AHUMPTY-DUMPTY ae 
Shoes 


With their striking name—a favorite with the children—will “Yi fof hi hl IAAT (4 
sell on their appearance alone. CS FGBILLSILIESS yp YA YY) p Mp 





BUT—along with that there are good honest Pennsylvania shoe 
making and materials, correct fitting qualities and an attractive 


i COLT-CROMWELL CO., INC. 


W [ L L [ T S S A fe) E C o) ’ 1239 Broadway ames New York, N. Y. 
‘ A me L { F bs x + P 4 7 Also in Stock at Los Angeles, Calif. 
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Tue shoes of the well- 
dressed man are invariably 
finished with Diamond Brand 
Visible Fast Color Eyelets. A 
small item of great importance 


that manifests care in selecting 


footwear. Visible Eyelets also 
manifest the care the manu- 
facturer bestows on every de- 


tail of the shoe’s construction. 


3 SQUARE 
1200 





, > 
: 
" 
% 2 





AND ‘thle FAST COTOR EVEITET 


NDI Nels 


Thee is a Celastic box toe of just 
the proper weight to suit every type 
of shoe, from the rugged work shoe 
to the dainty opera pump. Celastic 
is immune to climatic conditions — 
it is not affected by heat, cold, snow 
or rain. This quality box toe.pro- 
vides invisible protection to the style 
lines of the toe. This desirable fea- 
ture of endurance is in harmony 
with the modern practice of com- 
bining the elements of beauty and 
utility in footwear. 





United Shoe Machinery Corporation 


Boston, Massachusetts 


THE QUALITY 
BOX TOE 


U/C 


Boor a1 
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Shoe Carton Tickets 
Ig HE | soc for 100 CLASSY and STYLISH 


$1.50 for 500 | FOR PARTY WEAR!! 


$2.50 for 1000 





STOCK RECORD. 
SGG825 | Clips supplied The 
when quantity 
ordered is for 

500 or more 








eee ee 


Postage prepaid 








Check with order, 


please 














SBGSBSSS S 
i fo Spike heel 
Black satin Junior Louis heel 
Cactudl cles) Black brocade .......... Spike heel 

Patent leather .......... Spike heel 


MERCHANTS’ SERVICE DEPT. Patent leather Junior Louis heel 


° ° DEE MED 6434-60 6s000000% Spike heel 

189 W. Madison St. Chicago, Mil. Black kid Junior Louis heel 
Gun Metal Patent 

Leather Spike heel 
BUNGE GOED scccccccccccce Spike heel 
Brown 00Ze ......:.s056s Spike heel 
Burg. ooze vamp, kid 

quarter Spike heel 
Blue kid vamp, ooze 

quarter Spike heel 


Black kid vamp, ooze 
quarter Spike heel 


ee Spike heel 




















> Pr PPP PP PP 


ok Spike heel A/ Cc 
White brocade .......... Spike heel -C 
Silver, metallic cloth.... Spike heel - Cc 


I ites oa Spike heel AA - c} $4.00 


$3.60 


| 
~ ‘ $3.60 


White satin, white brocade, black satin, patent leather, 
silver kid, in WIDE TOE AND SHORT VAMPS ALSO. 


All white satin, brocade and metallics adaptable for dyeing 


¢, purposes. 
| ' READY FOR IMMEDIATE DELIVERY 
' 0 ; iat 


‘ 








8 Carde— les S HOSTON cy 


f different design and text 
with 100 Blank Price Tickets, 
or 72 Printed Price Tickets 
pach month, and 4 Card Holders. 


Samples sent on request 57 Lincoln Street 


Merchants Service Dept. 


Boot and | siaee Gensetee Boston, Mass. 
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QUALITY=—The Same 
PRICE— Lower 
SALES—Greater 


RESIDENT HOOVER’S 

message to the industrial 

and business executives of the 

country is the incentive for our 
drastic move. 


Y increasing production, keep- 

ing labor busy and happy, and 
scientific merchandising, we are 
enabled to offer you bigger prof- 
its, quicker turnover and in- 


creased sales volume. 


ERE is the opportunity 

for every live-wire re- 
tailer to build volume with 
Crescent’s nationally 
known women’s novelty 
shoes at a_ splendid 


the slight. yeutie. 


est compromise 
in quality, style, 
fabric or pattern, 
we are now in a 


HIS ' policy in 

effect begin- 
ning De- 

cember 2. 


position to sell our 


$3.60 and $3.75 
grades at $3.35 and 
$3.50, and our stand- 
ard $3.00 lines at the 
one low price of $2.85 
across the board — all 
leathets — styles — heels 
— lasts and widths. 


Our usual high 
standards 
of style, quality 

and service, the 

three important 

factors in rapid 

selling and good. 

will building in nov- 

elty footwear, remain 

the same as heretofore. 

Our tremendously in- 

creased manufacturing 

and merchandising facili- 

ties enable us to reduce 

our already low prices of 

“Crescent Nationally 
Known” footwear. 











159 DUANE STREET 


NEW YORK, N. Y. 
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THE TRAVELING 


A A 


HE year just about to close has 

seen an extraordinary increase in 
membership in the travelers’ associa- 
tions which are affiliated with the Na- 
tional. Membership committees have 
been hard at work in an attempt to se- 
cure for their association the cup which 
is awarded each year to the association 
showing the largest increase, and the 
National office has been fairly flooded 
lately with last minute membership 
dues. The year has been notable also 
for the number of new associations 
formed which all have affiliated with 
the National. Notable among these are 
the Pacific Northwest Association, with 
headquarters at Seattle; the Nebraska 
association, with headquarters at 
Omaha, and the Michigan association, 
which has its office in Detroit. 


UNERAL services for the late Har- 

land P. Leighton, member of the 
firm of Collella & Leighton, of Lynn, 
whose death was recorded in the last 
issue of the Boot and Shoe Recorder, 
were held from his home at 129 Maga- 
zine Street, Cambridge, Mass., on Tues- 
day afternoon, November 22. Repre- 
sentatives were present from all the 
associations in the shoe trade, including 
the New England Shoe and Leather As- 
sociation, Boston Boot and Shoe Club 
and the Boston Shoe Travelers’ Asso- 
ciation. Mr. Leighton had spent most 
of his business life on the road selling 
shoes, and his loss is keenly felt among 
his associates. 


ORE than 40 members were in 
attendance at a meeting of the 
Wisconsin Shoe Travelers Association 
held Nov. 22 at the Plankington Hotel 
here. The nomination of officers for 
the ensuing term and the disposal of 
routine business comprised the business. 
Henry Kuehn was nominated for 
president, F. M. Klos for first vice- 
president, Fred E. Schmidt for second 
vice-president, Chris Johnson for sec- 
retary-treasurer. All are Milwaukee 
men, except Klos, who is from Madison. 
The election of officers will be held at 
the next meeting of the association. 
which will be held at the Plankington 
Hotel, Dec. 27. 


HE Rochester Association of Trav- 

eling Shoe Salesmen is preparing 
for its annual meeting, to be held the 
latter part of next month. President 
McLeod is making arrangements for 
the usual dinner that distinguishes this 
meeting, at which election of officers 
for 1930 will be held. Committees will 
be appointed and delegates elected to 
attend the annual convention of the 
National Shoe Travelers Association at 


News 
of the Road 


SHOE JALESMARN 





How to Get Reduced 
Fare for St. Louis 


” 


“We wish to reiterate,” says a 
statement from the office of T. A. 
Delany, secretary of the National 
Shoe Travelers’ Association, “that 
members of the association in- 
tending to attend the N. S. T. A. 
convention in St. Louis on Janu- 
ary 3 and 4 must ask for a certifi- 
cate at the point of departure if 
they wish to avail themselves of 
the fare-and-a-half privileges ex- 
tended by the railroads for the 
round trip. Ask for it at the time 
you buy your ticket. Don’t wait 
until you get to St. Louis, because 
you cannot get them there. 

“There is another thing which 
must be kept in mind. If you plan 
to stay in St. Louis only during 
the travelers’ convention, make 
your advance registration with 
the hotel in which you elect to 
stay. But if your stay is to be 
prolonged to cover the National 
Shoe Retailers’ Convention, im- 
mediately following, then your 
reservation must be made through 
the office of James H. Stone, man- 
ager of the N.S. R. A.. Address 
him at N. S. R. A. headquarters, 
224 S. Michigan Ave., Chicago.” 














St. Louis. 
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HE trade was shocked recently to 

hear of the death of William C. 
Moore, who for the past three years 
had been with F. J. Winter, Inc., as 
Brooklyn representative and _ stylist. 
Mr. Moore was very well known in 
shoe circles East and West, having 
spent a good many years on the road 
for well-known Brooklyn concerns and 
having held positions as style man and 
sales manager for concerns in the West. 
He died of pneumonia. 


NNOUNCEMENT has just been 

made by the Peters branch of the 
International Shoe Co. of St. Louis of 
the appointment of David Eli Neu- 
stadt of Columbus, Ohio, as special rep- 
resentative in Cleveland, where he will 
be associated with H. J. Dickerson, in 
charge of the Cuyahoga territory, with 
offices at 253, the Arcade building. 

A former student of Ohio State Uni- 
versity, where he was actively identi- 
fied with the Zeta Beta Tau fraternity, 
Mr. Neustadt has been prominent in 
numerous communal and civic enter- 
prises and has been active in the B’nai 
B’rith Order. Mr. Neustadt has been 
associated with the International Shoe 
Co. in various capacities for the past 
five years, 


85 





DGAR E. WILLEY, for many years 

a resident of Brockton and for 
nearly 25 years a salesman for the Geo. 
E. Keith Company, died Nov. 16 at his 
home in Seaview, Scituate, after an ill- 
ness of nearly four years. Funeral 
services were held in West Newton 
Nov. 18, where burial also took place. 
Formerly he was in the furniture busi- 
ness here, moving from Abington, 
where he was a native. He is survived 
by two daughters, Mrs. F. M. Burditt 
of Brookline and Miss Gladys Willey, 
an instructor in New York. 


SPECIAL meeting of the Wisconsin 
Shoe Travelers’ Association, hav- 

ing for its object the arousing of inter- 
est in the coming convention of the Na- 
tional Shoe Travelers’ Association, was 
held Nov. 22 in the Plankinton Hotel, 
Milwaukee. Honor guests of the occa- 
sion, which began with a Dutch lunch, 
were several members of the Chicago 
association, who made the trip in a body 
to help along the good cause. Promi- 
nent among the speakers were Frank J. 
Larkin, president of the N. S. T. A., 
and L. L. Imig. Officers of the Wiscon- 
sin association include Henry D. Kuehn, 
president; H. W. Klos, vice president, 
and C. W. Johnson, secretary-treasurer. 


OCHESTER last week had the 
pleasure of renewing acquaintance 
with two old friends of the shoe trade, 
Arthur L. Evans, former shoe trade 
paper editor, now advertising manager 
for Ault-Williamson Shoe Co. of Au- 
burn, Me., and William J. Ahern, pub- 
lisher of the Coast Shoe Reporter, San 
Francisco. Both visited the Rochester 
offices of Boot AND SHOE RECORDER, as 
has long been their custom when in 
the Flower City. 

Harrison M. Barnes, accompanied 
Mr. Evans to Rochester. Mr. Barnes 
has been selling shoes for forty-five 
years, and Mr. Evans insists that he 
is doing even a better job than when 
he first traveled New York State, back 
in the early 80’s. 


L. AUSTIN, formerly represent- 

e ing the B. F. Goodrich Co. in 
Washington and Oregon, is now carry- 
ing the attractive samples of the Bob 
Smart Shoe Co., Milwaukee. 


HAIRMAN EDDIE GORDON of 
the Welfare Committee of the 
Rochester Association of Traveling 
Shoe Salesmen, now living in Johnson 
City, N. Y., was in Rochester last week 
on business. Mr. Gordon was formerly 
connected with the Schelter Last Co. 
of Rochester, and several months ago 
he went with the Vulcan Last Corp. at 
Johnson City. 
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COLORS 


BLUE 
GREEN 
PINK 
BROWN 
WHITE 
BLACK 
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SPORT TRED TRu-GRip J &: 


Men’s Women’s and Boys’ Sizes Men’s Sizes Only — 
trade 

OLOR — COLOR — the vz 

C COLOR. Never be- Shipm 

fore has such a domi- a 

nating force controlled the buying standards of the consuming on Es 

public. In every mart of trade ... all types of merchandise _ The 

. . » COLOR is an ever important factor. 18 ano 
DRYDEN now makes it possible for merchandisers of sport 
and outdoor footwear to capitalize on the growing demand for 
COLOR ... with soles in seven distinctive shades, that match or 
contrast most effectively with the season’s newest colored 

leathers for sport footwear. 
And in the SPORT TRED and TRU-GRIP designs, the acme 
of sole perfection . . . comfort . . . and long wear are evidenced. 

Specify DRYDEN for complete satisfaction. 
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OSEPH D. THYNG, senior sales- 
man in Texas and the Southwest 

for M. A. Packard Company of Brock- 
ton, Massachusetts, has a record of 
thirty years of service as their repre- 
sentative. 

On November 1, 1899, with his first 
trunk of Packard samples, a world of 
courage and a determination to succeed, 
Mr. Thyng left for a section of the 
country where men are keen judges of 
poth a product and the man who sells 


it. 

Today the number of accounts and 
the host of friends that “J. D.” has, is 
indeed a tribute to his integrity, loyalty 
and untiring efforts. For a man from 
the hills of Vermont—Passumpsic is 
his home—to travel to the far corners 
of the Lone Star State and to succeed 
in making Packard Shoes everywhere 
known in that territory is an achieve- 
ment of which he may well be vroud. 


“VW E are living in a marvelous age, 
when salesmen are calling on 
their customers by airplane and casual 
conversations between the United 
States and Australia are being held by 
radio,” said President William T. 
Bailey of the National Association of 
Shoe Wholesalers, recently. “Oppor- 
tunity seems to be lying in wait for all 
of us around every corner. 

“One of these great opportunities is 
the possibility of saving some of the 
more than eight billion dollars of an- 
nual waste through inefficient distrib- 
uting and selling methods that Assis- 
tant Secretary of Commerce Julius 
Klein tells us is going on in this coun- 
try. Even a nation whose income is 
figured as approximately ninety billion 
dollars a year (of which we are said 
to spend forty billion in retail stores) 
cannot afford such a tremendous waste. 


RDERS are arriving in good vol- 

ume at Columbus, Ohio, shoe fac- 
tories and most of the plants are run- 
ning on a_ satisfactory production 
schedule. This is especially true of 
the H. C. Godman Co., which operates 
eleven shoe manufacturing units in 
Columbus and Lancaster. 

Traveling salesmen for the spring 
trade have been quite successful and 
the various units have been kept busy. 
Shipments have started in good shape. 
Some of the units are especially busy, 
which is true of the men’s welt plant 
on East Fulton Street. 

The Riley Shoe Manufacturing Co. 
is another Columbus plant which has 
been running along nicely. The output 
is being maintained, and traveling 
salesmen have been busy covering their 
territories. 

The Lape & Adler Co. is quite busy 
producing shoes for the trade, which is 
being extended by a rather intensive 
advertising campaign. 


OSEPH H. REINHART of San 

Francisco, Cal., has formed a con- 
nection with the W. H. Lampe Shoe 
Company of St. Louis, to represent 
them upon the West Coast. Mr. Rein- 
hart’s headquarters are at 422 Pacific 
Building, San Francisco. 


MARTIN M. LEE, is now in charge 
of the Los Angeles office of Colt 
Cromwell Co., Inc., at 424 South Broad- 
way, with a complete stock of riding 





boots, accessories and spats. 
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What You Don’t Remember 
Doesn’t Help You 


DENVER, CoLo.—“No matter how 
much you know,” says Harry Fontius, 
“if you don’t remember it at the right 
time it doesn’t do you any good.” 

That was the idea that gave birth, 
three years ago, to a most useful book 
at the Fontius Shoe Company in Den- 
ver. 

They call it the “history.” It’s rather 
a large book, measuring about 17 x 14 
inches when open. Each page has forty 
lines, one for each day of the month, 
with plenty of room left over for gen- 
eral remarks at the end of the month. 

The cute idea about this book is that 
each double page has the history of the 
same month for four years. In October 
they don’t have to hunt back to see 
what happened last October. It’s right 
there in plain sight, as is also the Oc- 
tober previous. 

Every merchant has sworn: “I'll 
certainly remember to do so-and-so 
when school opens next year.” Maybe 
he remembers it in time, maybe he 
doesn’t. If he writes his bright idea 
down in next year’s August history, he 
is bound to run across it before it’s 
too late. 

Everything goes down in Fontius’ 
history — weather, sales, vacations, 
goods short of, details of any contest 
as well as remarks on its success when 
it’s over. 


Store Managers Gather 
For Douglas Conference 


BROCKTON, Mass.—Orders the W. L. 
Douglas Shoe Co. has on hand, together 
with the outlook for larger bookings 
for the remainder of the year and the 
known requirements for the company’s 
own stores for next year assure a large 
volume of business for the first half 
of 1930, President Herbert L. Tink- 
ham of the company told district man- 
agers from all over the country and 
heads of administration and factory de- 
partments at a dinner held Nov. 19 at 
a Pembroke Inn. 

President Tinkham and other officials 
of the company were optimistic, de- 
claring the stock market crash had not 
upset general business conditions. The 
dinner followed the semi-annual sales 
conference conducted at the Montello 
factory here. 

The district managers present in- 
cluded: Charles Hahn, A. E. Harvey, 
F. A. Howard, J. H. Johannemann, 
F. L. Young, A. C. Sibley, M. W. Paw- 
son and Walter Gamberton. 
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MEETIN‘'S of all Physical Culture 

dealers, salesmen and retail store 
managers was held at the Physical Cul- 
ture factory in Brooklyn on Thursday, 
Nov. 21. Sales problems were dis- 
cussed and the spring line of samples 
gone over. A much more comprehen- 
sive line-up of dressier models was 
shown, as well as new patterns on the 
old favorite lasts. 

Representatives from all over the 
country were present, and altogether a 
total of more than 80 shoe men enjoyed 
the hospitality of the company. 

The all-day business session was ad- 
journed at 6 o’clock, and automobiles 
carried the guests to the St. George 
Hotel, where a banquet was spread in 
the new Italian Garden. Numerous 
snappy after-dinner speeches and an 
entertainment program staged by Clar- 
ence Gaskill added to the feeling of op- 
timism and the abounding good cheer. 

Julius Kauder, president of the com- 
pany, presided at the meeting, which 
was voted an exceptional success all 
around. To voice the high regard and 
affection felt for Mr. Kauder, a song 
was written and composed especially 
for him by Clarence Gaskill of New 
York City. 


Howarp M. WELLS, formerly with 
The Chapline-Mayer Shoe Co., 
Milwaukee in the Chicago and Indiana 
territories, is now covering the Chicago 
metropolitan district for the O’Donnell 
Shoe Co.’s better grade men’s welts and 
the medium priced men’s shoes of The 
Thompson Shoe Co., also controlled by 
The O’Donnel Shoe Corp. 

Mr. Wells was in Detroit for some 
time, representing The J. W. Carter 
Shoe Co., but shoe buyers of the Chi- 
cago district where he is now operat- 
ing will best remember him as cooper- 
ating with Harry L. (“Pete”) Ware in 
merchandising the product of The F. 
Mayer Boot & Shoe Mfg. Co-, and the 
successor to that organization, the pres- 
ent Chapline-Mayer Shoe Co. 

Mr. Wells is thoroughly familiar 
with the requirements of the Chicago 
retailers, and with his customary ap- 
plication and wide acquaintance is more 
than sanguine over the outlook for 
O'Donnell men’s shoes in his territory. 


EORGE M. D. POSEY of Minne- 
apolis, Minn., is now with the In- 
terstate Shoe Co. and will cover the 
following territory: Wisconsin, except 
Milwaukee; Minnesota, except the Twin 
Cities, Iowa, North Dakota, South 
Dakota. 
Mr. Posey has had many years ex- 
perience in calling on the trade in this 
particular section. 


E. B. COOKSEY, formerly with the 
¢ International Shoe Co. of St. Louis 
in charge of the Western Form Depart- 
ment, has joined the sales force of the 
Shoe Form Company of Auburn, N. Y. 
He will handle the sale of Fairy Forms 
for shoes and Fairy Forms for display- 
ing hosiery in the New England States, 
with headquarters in Boston. 

Mr. Cooksey, in view of his long ex- 
perience in shoe forming while with the 
International, offers the shoe manufac- 
turers of New England a service which 
should be of considerable assistance to 
them in their forming problems. 








MENIHAN REGENT PUMPS 


IN STOCK 
Fast Service on this Most Popular Number! 





Nu Mode and Special Process 
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OT only is the REGENT PUMP famed for its beauty and splendid fitting 
qualities, but the fact that it is made—and carried IN STOCK— in so 
many winsome and timely styles, has resulted in putting thousands of 
dollars of extra profits into the pockets of old and new customers. 


YOU CAN’T GO WRONG IN ORDERING REGENT PUMPS 
Wire or Write for Any of These 


Numbers—IN STOCK—for Quick Shipment. 


336—Nu Mode Process, white silk moire, suitable for tinting..... eee ee eee re $5.25 
335—Nu Mode Process, black silk moire 

170—Special Process, imported white crepe silk suitable for tinting any color 
171—Special Process, imported black silk crepe 

283—Nu Mode Process, silver tinsel cloth, suitable for tinting 

345—Nu Mode Process, white kid 

180—Nu Mode Process, mat kid 

174—Special Process, black satin 

176—Special Process, black calf (light weight) 

998—Special Process, silver kid 
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Washington Shoe 
Men Hear Talk 
on Spring Styles 


WASHINGTON, D. C.—The Washing- 
ton Shoe Retailers Association met at 
luncheon, Thursday, November 21, and 
discussed styles and colors for Spring, 
1930. Miss Jack M. Metz, stylist for 
The Hecht Company, gave the asso- 
ciation a splendid talk on color and 
color combinations that will be used in 
women’s wear in general for Spring. 
Miss Metz handled her subject very 
cleverly and was able to draw a pic- 
ture of what the ensemble will be in 
the season to come. She stressed the 
simplicity that will be carried out in 
Spring patterns, because of the longer 
skirts and uneven hemline of Spring 
dresses. It was Miss Metz’s opinion 
that brown will lead in Spring colors, 
but not the strong tone of brown used 
this Fall. A more subdued shade and 
softer tone will be featured, she pre- 
dicted. 

With samples of women’s dresses 
made up for Spring, together with 
color charts and samples of actual 
leather, it was possible to visualize 
what was to take place in Spring 
fashion. 

It was suggested at the meeting that 
the Washington shoe retailers carry in 
their advertising from now until 
Christmas, a line or slogan, advising 
the purchasing for Christmas of sensi- 
ble gifts. The purpose, of course, 
would be to direct the attention of 
Christmas shoppers to footwear and 
accessories as gifts for Christmas. 

The meeting was well attended and 
most of the representative shops in 
Washington were listed among those 
present. Maurice P. King, president 
of the association, presided. 


Los Angeles Association 
Plans Activities 


Los ANGELES, CAL. (UTPS)—Elected 
to the presidency of the Los Angeles 
Shoe Retailers’ Association at a recent 
meeting, Edward Lerner, manager of 
the shoe department of the Swelldom 
department store at Sixth and Broad- 
way, has taken up his new duties. 

Mr. Lerner has already inaugu- 





rated py for extensive develop- 
ment of the association’s activities. 
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Sees Gains for Shoes in Prospect 


Keener Sense of Values Will Result in Less Inclination to Sacrifice 


Necessaries to Luxuries, Says Statistician 


Boston, Mass.—A graphic picture of 
the fundamental soundness of economic 
conditions in general and of the shoe 
and leather industry in particular was 
presented for the benefit of more than 
100 members and guests of the Boston 
Boot and Shoe Club, who crowded the 
big Georgian Room of the Hotel Statler 
on the evening of Nov. 20. 

“Tt seems to me,” said Creighton J. 
Hill of the Babson Statistical Or- 
ganization, “that one of the healthy 
consequences of any recession in busi- 
ness which may occur in 1930, will be 
to restore, at least to an extent, the 
public’s sense of values in terms of 
choosing more intelligently between 
staple products and unnecessary lux- 
uries. The shoe and leather industry 
has, perhaps, been hardest hit in recent 
years by competition from less im- 
portant, but to the public mind, more 
interesting commodities. Shoes have 
been sacrificed to automobiles and, in 
fact, to many other lines of business 
which, however remote from your in- 
dustry, and in no sense a substitute for 
it, nevertheless have taken an _ in- 
creasing share of the consumer’s dollar 








Robert Cook Enters Nettleton 
Business 


SYRACUS E— 
Henry W. Cook, 
president of A. E. 
Nettleton Co., has 
taken his son, Rob- 
ert S. Cook, into 
that business. 
“Bob” Cook gradu- 
ated from Yale 
last June and made 
his third trip to 
Europe during the 
summer months. 
On his return from 
abroad he began a 
study of the Net- 
tleton shoemaking methods. Now that 
he is a full-fledged member of the com- 
pany he will delve into the problems of 
management, merchandising and sell- 
ing. 


Robert S. Cook 
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—and have taken it away from you. 

“Furthermore, your industry is in 
far better shape to face 1930 than many 
other lines of trade because there was 
no inflation prior to the stock market 
crash in any branch of the industry. 

“There is a tremendous moral obliga- 
tion to talk optimism. In fact it has 
happened more than once that when 
we forecasters have finished painting 
a gloomy picture of coming events, you 
business men have taken up _ the 
challenge and have _ aggressively 
dragged a reluctant business cycle in 
your wake to new bursts of prosperity.” 

Earlier in his address Mr. Hill had 
pointed out that present economic con- 
ditions indicate a tendency to curtail 
foreign buying, but at the same time 
they encourage foreign selling, in which 
he echoed the prediction of the first 
speaker of the evening, Hugh Butler, 
New England manager of the Foreign 
and Domestic Bureau, U. S. Depart- 
ment of Commerce. Mr. Butler, who 
has recently returned to this country 
after eight years in London, sees 1930 
as a year of increasing export possi- 
bilities in practically all lines. Ex- 
ports in the first nine months of 1929, 
he said, showed an increase of about 
$300,000,000 and he told briefly what 
his department is ready to do to make 
that increase even larger in 1930. Not 
the least of his offerings is what he 
terms trade opportunities—opportuni- 
ties created by the desire for merchan- 
dise on the part of a foreign buyer, 
which opportunity is promptly passed 
on to the industry or to the individual 
firm best equipped to handle the buy- 
er’s needs. He cited instance after in- 
stance of firms which had been piloted 
to success in their export business 
through the agency of his department 
which he represents. 

During the course of the meeting, 
messages were read from Milton J. 
Katzenberg, president of the New York 
Hide Exchange; and from Arthur L. 
Evans, of the Ault-Williamson Shoe 
Co. of Auburn, Me., now on a mid- 
western trip. Mr. Katzenberg pre- 
dicted a prosperous 1930 for the shoe 
and leather industry. 








SHERWOOD’S IN STOCK 


A Little Better Style~ 
A Little Better Material ~ 
At a Little Lower Price 


“MISS COMET” 


“MISS RAYO” “MISS DORIS” 
8780 — Genuine brown lizard 


B405!—Brown suede, Rayo one 1714 Last—17/8” 
vamp, brown kid quarter. Ccmet . 
one-strap, 65 last. 15/8 covered Ta. tM §o.25 
50 


“MISS MIDI” 
Covered Heel 1414 Last—14/8” Covered Heel 
Beauty Arch eauty Arch 
Cuban heel on tne og No. B4049—Patent : No. B40'5— Black, Susde, 

™ 0. —1 lac suede ayo one- atent m 
yr ——_ blue lizard "jo 40 strap, black calf collar $5.25 y YK" y erock ; SIZES IN S$: 0CK 
No. yy olack lizard vamp, on6 : ro $4 6% Pog 8; Cc ’s to 8 ' ae % to 8; 

black kid quarte’ $6.50 C 3 to 8 4 ’ . 
aay & t+ sh 0% oss 
A4t ; B 3 to 
c 5 to 8 





“MISS LEILA” “MISS BOBBIE” “MISS CRESSIE” “MISS MERCEDA” 
84067—Patent Leather, 571 black calf No. B4053—Brown suede vamp, brown No. B4055 — Dark blue kid Cut 1818 Len i6/ 8’’ Covered Heel 
one-strap, 1418 last, 14/8 wood kid quarter, Bobbie tie, 1418 last, one-strap, 1710 last, 17/8 Beauty Arch 
Cuban heel $4.60 14/8 covered Cuban heel $5.25 heel $5.50 No. 84050—Dull Brazil Kid... .$5.00 
AAA 5 to 9; AA 4% to 9; No. 6B4054—Black suede vamp, dull No. B4056—Brown kid Cressie one- TOCK 
A 4 to 9; B 3% to 9; Brazil quarter $5. : $5.50 apres eT 4% to 8; 

C, 3 to 9; D, 3% to 9 AAA 5 to 8: AA 1% to 8; AAA 5 to 8; AA 4% to 8; 8; B 3% to 8; 

A 4 to 8; B 3 to 8; stage? 
> 3 to 


“MISS PEGGY” “MISS BARRET” 


2003 Last 20/8” Spike Heel 1410 Last—14/8” 
Beauty Arch 


“MISS BARRET” “MISS NELDA” 
Covered Heel 1701 Last—17/8” Covered Heel 
Beauty Arch Beauty Arch 
No. B4013—Black Satin \. No. B4032—Black Satin No. B4033—Black Satin 
No. B40!16—Patent SIZES IN ovegk 


“ SIZES IN sTeok 
SIZES IN sTocK an 5 to 8; f4 4% to 8; AAA 5 to i+ 
AA 
8; B 3%, 
C 3 to 8 


1701 Last—17/8’" Covered Heel 
Beauty Arch 


No. B4034—Black Suede, Patent Trim 
$5.25 


8; 4% ; sizes. IN sTocK 
4 to 8; B 3% to 8; A 4 to 8; B 3% to 8; AAA 5 to 8; AA #3 @ &: 
C3 to 8 > to 8 iia’ x a to 8; 
» to 


SHERWOOD, ROCHESTER, MREW YORK 
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Milwaukee Merchants Enjoy 
Social Gathering 


MILWAUKEE, WIs. — Approximately 
100 couples attended the sociable get- 
together party of the Milwaukee Shoe 
Retailers Association, which was held 
at the Hotel Pfister Nov. 19. The party 
was the biggest social success that this 
association has ever conducted, and it 
is still the talk of the retailers who 
were in attendance. 

The program included a supper, two 
short talks, a splendid entertainment 
program and a dance. “It is hard to 
say What was the feature of the party,” 
said W. F. Wuerl, secretary. Judging 
from the many favorable comments 
heard from the retailers, the affair was 
all features. 

The get-together was opened with a 
few salutory remarks by Henry Lemay, 
president of the association. He wel- 
comed the very gratifying crowd and 
wished it a good time at the party. He 
also introduced Frank Larkin, presi- 
dent of the National Shoe Travelers’ 
Association, who spoke a few words of 
praise about the Milwaukee association. 


Back from the Far East 


NEw YorK—Irving Buchner of the 
Leather De Luxe Co., Inc., New York 
City, recently returned from the Far 
East Islands in the South Sea. Mr. 
Buchner’s journey home was a pleas- 
ant cruise of six weeks getting back 
to New York and civilization. Fol- 
lowing a visit abroad late in 1928, he 
determined to visit the Dutch East In- 
dies, Borneo and Java for the purpose 
of acquiring first hand raw stock knowl- 
edge concerning reptiles, such as kar- 
ungs, pythons and Java lizards. He 
says that the trip proved extremely 
interesting and successful in every 
way. 


Cambridge Rubber Co. Opens 
St. Louis Branch 


CAMBRIDGE, Mass.—Cambridge Rub- 
ber Company has opened a branch in 
St. Louis, at 1627 Washington Avenue, 
under the management of W. C. Hip- 
pisley, formerly of the Hood Rubber 

0 


Sales Manager Hewitt MacPherson 
states that this new branch will ena- 
ble the Cambridge Rubber Sales Corp. 
to take better care of all their custom- 
ers in that vicinity and give them 
twenty-four-hour deliveries if they de- 
sire, as all numbers will be carried in 
stock at that place. 

The location of the new branch is in 
- center of the wholesale shoe dis- 
rict. 


Al Melody to Manage 
Brownbilt Store 


RocHESTER, N. Y. (UTPS)—A new 
Brownbilt Shoe Store, retailing Brown- 
bilt, Ideal Arch and Buster Brown 
shoes, has been opened here at 900 
Main Street West. Al Melody is man- 
ager of the store. 

Mr. Melody was trained in Roch- 
ester factories, and for the past five 
years has been serving retail estab- 
lishments. He has had experience in 
both retail and wholesale distribution. 
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Smart Combination 














TITTH AVENVE AT STH STREET 
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A clever ad by a Fifth Avenue store, 
featuring shoe with purse to match 








Sales Psychology in a 
Store Plan 
[CONTINUED FROM PAGE 35] 


the eye jumps from one oblique line to 
another until the object of interest is 
reached. This scheme is found in the 
lobby, where on the left wall as one 
enters the built-in display cases slope 
obliquely in successive set-backs and 
the shopper is directed to the shoe ser- 
vice. On the right wall, however, the 
lines are vertical, for here is placed the 
hosiery counter and the desire is now 
to hold the customer and tempt a 
further purchase. 

“Constant reprises of motifs, sug- 
gesting the major and minor tones of 
a symphonic composition, suffice for the 
relative absence of decoration. In the 
entrance vestibule, the floor design re- 
flects the ceiling, each resulting from 
the disposition of the show windows. 
In plan the inclination of the window 
glass varies at each break, presenting 
a plane as nearly perpendicular as pos- 
sible to the line of sight of the specta- 
tor and at the same time radiating to 
the door. This gives a floor pattern 
of overlapping triangles pointing to the 
entrance, which the architect has em- 
phasized, making the triangles succes- 
sively lighter by a graduation in the 
terrazzo aggregates and in this manner 
suggesting distance and motion in the 
design. 

“The balcony grille and the screen by 
the hosiery counter are reprises of the 
general design. The hosiery display 
has been placed near the entrance so 
that the shopper, on leaving the store 
after buying her shoes, may be at- 
tracted to make another purchase. The 
cashier’s desk likewise has been located 
near the exits.” 
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Style 318 Price $5.70 


Brown Elk with Hooks and 
Eyelets ® 
Height 14 inches 


NATIONAL PARK 


ie. . Pet. 08. 
Hiking— 
Aviation 


BOOTS 
IN STOCK 
6 — STYLES — 6 


THE OTHER FIVE 


Style 300 Yellowstone 14 inch $5.90 
Style 310 Black Hills 14 inch 6.00 
Style 311 Aviatrix 12 inch 5.20 
Style 312 Rocky 
Mountain 14 inch 5.70 
Style 317 Sport Boot 8 inch 4.60 
Suitable for bers of the Girl Scouts 
and Camp Fire Girls Organizations. 
Sizes 
5/8 A, 4/8 B, 2%4/8 C, 2%/8 D 
Terms 5% 10 days Net 30 days 





Write for sample pairs or folder 





See Our Line 
N.S.R.A. ST. LOUIS SHOW 
January 6, 7, 8, 9 
Hotel Lennox—Parlor B 
Statler Hotel—Room 324 ® 











THE JUVENILE SHOE CORPORATION 
OF AMERICA 
Aurora Missouri 


Makers of the famous Kewpie Twins Health 
Shoes for Children, a  - y light 
weight welts for college girls. 





A NEW PROFIT MAKER! 
«x 


| 








A little sales effort on a Princess Shoe and 
Hosiery Bench will bring you surprising 


results! 


Each bench sale returns five times the profit 
you make selling the average pair of shoes— 
and takes less time! You need to carry only 
one sample bench. We ship direct to your 
customer or you from stock. 


Every woman is looking for this INCI- 
DENTAL piece of furniture—a_ necessary 
companion for her other boudoir furnish- 





ings. It has 3 distinct uses: 


1. A convenient seat for dressing; 


2. Raising upholstered lid exposes hosiery 
section ; 


. Raising cover automatically opens doors 
and lifts shoe racks to convenient angle. 


Finest quality finished woods—also in raw 
wood for individual home decoration. 


Other merchants are making immediate 
profits NOW. For quick action—send for 
folder and price list. 








x The * 
Princess Shoe and 
Hosiery Bench 


* 








WELLINGTON PIANO CASE 
Patent applied for C O M PA NY 
LEOMINSTER, MASS. 
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New Cincinnati Department 





The entire mezzanine floor in the Gidding & Co. store, in Cincinnati, 
is given over to the new Winkelman custom shoe department. The 
treatment is in salon effect, with shelving and stockroom hidden in 
the back. A. B. Kelly, well known Cincinnati shoe man, is in charge. 








Lynn Manufacturers Busy 
with Plans for 1930 


LyNN, Mass. — Business is moving 
along moderately. Shoe factories are 
finishing up old orders. Reports of new 
orders, in volume, are few and far be- 
tween. It begins to look like an old 
fashioned dull spell of between seasons. 
Manufacturers are busying themselves 
chiefly with plans for 1930. Sample 
lines, which were to have been pre- 
sented at about Thanksgiving time, are 
being revised. Some of them will not 
be ready until about Christmas. Man- 
ufacturers await more definite infor- 
mation from buyers, as regards the 
styles they want and the prices they 
are willing to pay, before proceeding 
strongly on new production. 

The present trend, as judged from 
shoes in Lynn shops, both samples and 
shoes being made on order, is towards 
oxfords for winter—also plain pumps, 
which some regard as a concession to 
long skirts and others consider an ob- 
servance of the rule “when in doubt 
play pumps.” For spring, the one strap 
models will come in strong again, ac- 
cording to a leading designer, and the 
strap will be held by a center buckle 
instead of a buckle on the side as was 
proposed a while ago. The trick in 
these shoes is to get a novel looking 
strap base as well as a strap. Some of 
the new models are notable for their 
modest looking vamps and quarters. 
The colors, of the beige or sunburn 
tones, suffice for style. There are also 
amongst the new models black and 
rown shoes, of trims modernistic or 
asymmetric. The slant tip and the one 
side quarter trim, are favored by some. 
Open shank sandals are being made for 
winter resort and winter resort wear, 
and, as has already been reported, 
Thracian sandals, whose uppers are 
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just skeletons of shoes, made of straps, 
will be tried. The “Silhouette” last, of 
lines to conform to the new skirts, is 
reported. Heels are either higher or 
lower, according to which manufacturer 
was last interviewed. Slipper makers, 
who have been somewhat depressed the 
last few years, now feel themselves on 
the top of the heap again, with a record 
of a large production and a prospect of 
a brisk Christmas business. 


Ornament Manufacturer 
Incorporates 


PHILADELPHIA—The business of S. 
Rivelis, manufacturer of cut steel or- 
naments, has been incorporated under 
the style of Rivelis & Brick. 

M. M. Rivelis is president, and H. A. 
Brick is secretary and treasurer. Their 
factory is at 8th and Sansom Streets, 
Philadelphia. They will manufacture 
cut steel buckles and ornaments and 
novelties in which cut steel is used, also 
rhinestone and beaded ornaments. Mr. 
Rivelis will concern himself with pro- 
duction, and Mr. Brick with the sales 
end of the business. 


Charles Nearing Goes 
to Cincinnati 


NEw York—Charles H. Nearing, 
for the past year merchandise mana- 
ger of apparel for James McCreery & 
Co., and formerly shoe buyer, has re- 
signed his position to become first vice- 
president and merchandise director of 
the Rollman & Sons store in Cincin- 
nati. His resignation is effective Jan. 1. 

Mr. Nearing has been connected with 
McCreery for a period of 10 years. 
= was a director of the New York 
store. 
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MUSEBECK 


Wear St raight 
Shoes 


ET the inside story of 

these shoes and you'll 
know why dealers from 
Maine to California are 
sending in repeat orders. 


Write for Catalogue 


~~ 


777-DS—Blk. Evans snow HIS. nc ccves $4.60 
666-DS—Blk. Rueping’s eavy Calf.... 4.60 
10-DS—BIk. . Stormwelt.......... 4.85 
11-DS—Blk.-Clf.-S-Welt-Long Ctr. .. 4.85 


Orthopedic 
Last 
No. 1 


Bik. Evans Ruby Kid $4.50 
. Ki Arch-Support Insole... 4.85 

k. Mellow Kaffor-Calf 4.50 
Mellow Kaffor-Calf.......... 4.60 


Combination 
Last 
No. 2 


60—Blk. Evans Ruby Kid 


' i $4. 
860—Blk. Kid Arch-Support Insole.... 4.85 
80—Blk. Mellow Kaffor-Calf 4.50 
85—Tan Mellow Kaffor-Calf.......... 4.60 


MUSEBECK. 
SHOE, COMPANY 
DANVILLE, ILLINOIS 


Ml 
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Presenting our newest evening slipper in silver brocade 
(especially made for dyeing purposes). In stock AA-C 
‘* 







No. 9016—Silver kid brocade, center 
buckle, strap and trim of gold and 
silver kid combination. Silver kid 
Pe ee eee 


No. 6076—Regent pump as 
above 


Corre ecereseces 


; SAK. Hor | of 
N ; 
144 DUE ITSNE ~ wisi YORK. 









LEVEY BROTHERS FAMOUS 
VALUES 


= 

056—Pat. leather Theo—lizard trim- 
ming—20/8 full breasted heel—same 
baby, Louls and Cuban heels. 





trim—20/8 full breasted heel—same 

baby, Louis and Cuban heels. Also 
operas and one-eyelet Theos. 

Get Aboard With These Two Winners 


LEVEY BROTHERS SHOE SO. 


145 DUANE STREET 
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“The First 50 YeargAr 










AY your plans for the future and be guided by Ab 
past performances. A new year will soon be witli to the 
us and we should all plan ahead to trade in merchandise consis 
that represents the most for the money. the “ 
Powell & Campbell are celebrating their fiftieth yeaf “ys 
in business and are offering exceptional values at this mendi 
time as a dividend to their old customers and an 3t. their 1 
traction for acquaintanceship with new customers MM tell th 
New smart styles and good wearing qualities will prof who c 
mote better business. helpft 
The country is in splendid condition notwithstanding = 
the recent Wall Street debacle, which was nothing -_ 
more than an inflation of securities that had to bk Our 
leveled off. Merchandise as a whole has not been af- 2 stro 
fected as inventories are low and there is no larg transp 
surplus of manufactured materials or distress mer-MH nothin 
chandise. The less said of Wall Street the better 

If merchants will buy often in small quantities andi Att 
thus keep their inventories low, they will keep theif] and se 
stock in better order and increase turnover. satisfie 
11 

Let the calamity howlers run their own business wel on 
—and that will keep them busy, and do not encouragf The 


Crepe Hanging. There is nothing the matter with 
the shoe business. Don’t rock the boat. 








Smart Patterns for 
Immediate Selling 









IMPORTED ENGLISH MADE 





LEATHER BOUND BROADCLOTH SPATS 
Four Hole Buttons 

Carried in stock in the following 
colors: 

Light Gray, Medium Gray, 

Light Fawn, Medium Fawn. 

SIZES 6 TO 12 
$2.25 PER PAIR 


IMMEDIATE DELIVERY 




























Side Buckle Center Buckle 
Patent. Bigck Calf Trim Patent, Black Calf Underlay , ; 

Ne. soe Come. fee. ae Also domestic Spats in stock 

WO oie Sects, Patent Trim Black Calf, Patent Underlay from $1.00 per pair up. 

Ne. 808—Juntor. Ne: 813—Juntor. No. 1 rey 
Sizes 3 te 8......... i WHISS SHOE GOO Priee $2.25 BLOG SHOE COMPANY, Inc. 8 
137 DUANE STREET NEW YORK CITY 147 DUANE STREET 116 DI 

POPULAR STYLES on . 
r. a 
WITH BIG rorm-o-rooT - | ))RGAMPBELLS 
‘ . Buy thi: 
HOLIDAY wemrry  sioe | 
‘ hi 
~~ APPEAL JUST ONE OF OUR LEADING fB fentasct 
BOYS’ OXFORDS satin, bl 
Overweight Oak with eit 
Bend Outer Soles beel or | 
Fashion enters the boudoir! The Domo ee ae if Ont 
line of bedroom slippers leads in smart 3422—Tan Scotch Gr Sold er 
style, lovely colors—and sales. And 3423—Black Scotch (rain 
there’s feminine charm about the new Write for catalogue or samples. Sample 
French mules. Sell them at this big gift eT a a submitted, carrying charges 
season. For styles and prices write: POWELL & CAMPBELI I 
GOLO SLIPPER COMPANY 122 DUANE STREET EsTABLisuen 18709q 131 Du 














129 Duane Street, New York 
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Are The Hardest” 


ded by About twelve years ago Powell & Campbell put out 
be with lll to the trade, lines of shoes made of the best materials at 
handiself consistent prices under the registered trade mark of 

the “Dr. Campbell Health Shoe.” These lines carry 






AN ASSURED SUCCESS! 













ATS 





IN STOCK IMMEDIATE DELIVERY 



































the best of merchandise and they have been advertised cm & © eas 60 
th year fl to the consumer, to help the retailer sell them—recom- $3.25 Pent, ae 
at this mending in their advertising that they buy them in Satis “Rie and Brown 
an at their neighborhood store, or Powell & Campbell would — 
—_ tell them the name of the dealer in their neighborhood 
ill prof who carried them in stock. We believe this has been NEW YORK 





helpful. Our Golden Anniversary catalogue will be 189 DUANE STREET 








__,. [mailed for the asking, featuring many of the Dr. 
‘anding Campbell lines. 
nothing C} 
| to bi §=©Our advertisements on this page illustrate bi-weekly he t tE- 
een af-M a strong number used to bring new business. We pay c& 
> large transportation both ways on sample pairs. It costs an? FP, 
1 met-@ nothing to check us up. ump 
etter il 
es andj At the end of a season count up your shelf warmers —e i on =. 44 
p theirf and see how few bear our trademark. Successful and wah tant selling pump in popular . 
satisfied customers tell us that this is a profitable and priced footwear ! 
pleasing fact. Always CARRIED IN STOCK 
— ’ iT’ PRICES ON REQUEST ll 
“0 ; , terial ! es 
ourage The first fifty years are the hardest. Let’s Go!! Sates aa Miatees MR Gaia eats te eo OO 
POWELL & CAMPBELL. _Duane_Shoe @mpany, 





















143 DUANE STREET 


LE 
Sennen 
182 1 600UAME ST ee vm un 


Price $2.25 oq 


IN STOCK BD 


No. 2822—Patent Leather Tie No. 2600—Patent Leather One- 
with Steel Arch and Cottage Shank. Strap with Steel Arch and Cottage 
4 1 Black Kid and Brown Kid. Shank. Also in Black Kid . 










Goodyear Welt 


Patent Leather, Black Calt 
Top; Brown Calf, Brown 
Suede Top 












= EEE wide. Also in Patent Leather, Brown Kid. D wide. Also in 
No. 1 repre esents College Heel, No. 2 Misses’ 7 11% to 2. -+ 83.15 Black Kid and Brown Kid. D wide. ey , a rs Kid and 
, —i Wl © tuccodemecdoamaa $3.65 es Wee OP BR cececcess ° ‘ 
ie Sizes 3% to 9B. 
CONCORD SHOE CoO., all 
116 DUANE STREET NEW YORK CITY BLEECKER SHOE CO., Inc. 138-140 Duane Street 











Another hot number to retail at $2.95 
The Clara Bow Pump 


~ this number and feature it in your window displays 

to stimulate December selling. An exceptional attractive 7 
high tongue novelty step-in number Y 
featured in patent leather, black 
Ss satin, black suede and brown suede 
ak with either 21/8 full breasted spike 
les beel or 14/8 cuban heel. 


AT IT AGAIN 








Sold enly in i2 anc 36 pair lots. 








DRYZER & ROSENBERG, Inc. 
p 1879 131 Duane Street “Shoes under Market Prices” B. FRIEDMAN SHOE Co., Inc. 
Headquarters for Mail Order Houses, Department Stores and Bargain Basements 109 READE ST. ESTABLISHED 1880 












Boor AND SHOE RECORDER 
combining Tum SHos RETAILER, Nov. 30, 1929 


WHERE TO BUY 
Men’s Shoes 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 




















‘HIGHEST GRADE ONLY” 


EAST WEYMOUTH.MASS. U.S.A 








The 
NOWEST ALL 


87 STYLES IN STOCK 


EMERSON SHOE MFG. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


De 


5 oT ounce mor 


co. 














SHOE 





FOR MEN 
M. A. PACKARD CO., Makers (P) 
BROCKTON _______. 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 




















Slipper Season’s Here 








A window display by H. A. Meyer, 

of Chicago, featuring Best Ever 

slippers for men. The brightly col- 

ored footwear helped to attract at- 

tention to this display without the 

necessity of using elaborate decora- 
tions 








J. & T. Cousins Acquire 
Heim & Doremus 


NEw YorK.—The J. & T. Cousins Co., 
women’s shoe manufacturer, have ac- 
quired Heim & Doremus, Inc. 

In a statement from J. & T. Cousins 
it was said: 

“Heim & Doremus, Inc., with offices 
and plant, will be moved into the Cous- 
ins factory at 185 Walworth Street, 
Brooklyn, N. Y., where added space and 
facilities have been secured, 

“This acquisition will enable us to 
combine the most desirable in experi- 
ence, workmanship, craftsmanship, pat- 
terns and lasts of both organizations. 
It will result in greater economies, effi- 
ciency and improved service. 

“The purchase of this firm and the 
ownership of an excellent bench turn 
factory both added to our organization, 
welds into one unit a complete organ- 
ization.” 

The joint firms have opened offices in 
the Marbridge Building, at Broadway 
om Thirty-fourth Street, New York 

ity. 


Special Train for N. S. R. A. 
Convention 


New YorkK—As in former years, 
there will be a Shoe Men’s Special op- 
erated by the New York Central Rail- 
road to the National Shoe Retailers’ 
Association convention to be held in 
St. Louis on Jan. 6 to 9. The train will 
leave Grand Central Station at 2:05 
p.m. Saturday, Jan. 4, arriving in St. 
Louis at 1:30 p.m. Sunday. 

Members of the trade who wish to 
make reservations or secure informa- 
tion may apply to Robert Thorn, pas- 
senger agent, 466 Lexington avenue. 
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Colder Weather Brings 
Increased Retail Sales 


CINCINNATI, OHI0.—Cold weather has 
made its entry at last and is having 
the desired effect on the retail shoe 
business. Unseasonable weather the 
last half of October and the first half 
of November kept business at a stand- 
still. Stock market conditions are 
given credit for a part of the fall-off 
also. Suede seems to be even better 
than merchants expected it to be. It 
is good any way used and especially 
popular when trimmed with kid or rep- 
tile. Some of the shops carrying ac- 
cessories are offering suede _ shoes, 
with gloves and purses to match. 

Reptile footwear, notably snake and 
Java lizard, are very popular this sea- 
son, both being used extensively for 
trimming purposes. Very little alli- 
gator is offered and few alligator calls 
are being heard. 

Crepe, satin and moire sales are in- 
creasing as the season goes along and 
a buyer, who claims to have bought 
pretty heavily of these materials early, 
was recently forced to re-order for pre 
holiday sales. 

Much rain during the first part of 
November stimulated the sale of 
galoshes. Most of the shops have 
something new and altogether different 
to offer along the protective line. 
These new ones are neat, trim and 
dressy and do not give the foot the 
clubby look that so many of the 
galoshes in the past have given. The 
most popular that is being offered at 
this time is a feather-weight, ankle- 
high type and adds to the appearance 
of the wearer. 


Atlanta Shoe Men to Hold 
Weekly Luncheons 


ATLANTA, GA. (UTPS)—The first of 
a series of weekly luncheons for the 
shoe dealers of Atlanta, held under the 
auspices of the Southeastern Shoe Re- 
tailers Association, was held Nov. 20 
at the Piedmont Hotel. 

Among those attending the luncheon 
were: Frank Stevens of Hanan & Sons, 
John Thrash of the Keely Company, 
Walter Dickson of the Peacock Shoe 
Shop, Paul Barcroft of the Florsheim 
Shoe Store, Mr. Peterson of the Kin- 
ney Shoe Store, Charles Brady of the 
George Muse Company, Mr. Tanner of 
the George Muse Company, Mr. Mitch- 
ell of the George Muse company, J. | 
Coon of the College Slipper Shop, Jim 
Craig of the Davison-Paxon a ag 
B. M. Yancey of Eiseman’s, J. | 
Steels of the French Shoppe, Mr. Sul- 
livan of the Emerson Shoe Store and 
Mr. Caruso of New York City. 

The luncheons will be held every 
Wednesday at noon at the Piedmont 
Hotel, it is announced. 


R. P. Brogan to Manage 
Department 


PHOENIX, ARIZ.—With the openin 
of the new two-story retail branch st 
of Montgomery Ward & Company, 
Phoenix, Ariz., it is announced that 
P. Brogan will be in charge of th 
large shoe department. Mr. Brogan i: 
a shoe man of wide experience 2 
comes to Phoenix from Tucson, wher 
he formerly operated his own busin¢s: 








under the name of Brogan’s Bootery. 
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Retail Trade Shows 
Increase In Boston 


Boston, Mass.—Retail trade took a 
sharp upward turn in Boston, toward 
the close of the week, ended November 
23, and has maintained since that time 


a level higher than any achieved since | 


the opening of the Fall season. Three 
factors have combined to turn the tide 
heavy snowstorm, followed by 
temperatures well below the freezing 
mark, the approach of the holiday sea- 
son, and the restoration of confidence 
in the ability of the country to 
weather the storm precipitated by the 
stock market crash. Of these, the last 
named was probably the most potent. 
The easing off of the financial strain 
has induced buying. The temperature 
has dictated the type of buying. 

In the retail shoe shops, the heavier 
types of footwear have been strongly 
in demand and, as predicted some time 
ago by Madame Hamilton Jeffries, 
Fashion Editor of the Boot AND SHOE 
RECORDER, there has been a tendency 
to switch from browns to blacks. Ox- 
ford patterns, both those which are 
styled in the manner of walking oxfords 
and those which are more decorative in 
appearance, such as the tie types, have 
sold well; and, of course, there has 
been a run on protective footwear, 
ranging all the way from footholds of 
light rubber to the heavy fabric type 
of footwear, with patent or glove clasp 
fastener. The all-rubber, ankle height 
type of protective footwear has been 
exceedingly good in the early sales. 


—a 


Golden’s Bootery Remodeled 
in Modernistic Style 


JACKSONVILLE, FLa. (UTPS)—Gold- 
en’s Bootery held its formal opening 
last week in its newly remodeled and 
redecorated store on. West Forsyth 
Street. Thousands visited the shoe 
palace during the day. 

The front, built in modernistic de- 
sign, is said to be one of the hand- 
somest and most unusual to be found 
in the country. 

The Golden Bootery caters to a high 
class women clientele, and though 
badly torn up at times during the past 
few months, while improvements were 
in progress, the store has managed to 
keep open and do a good business. 


Record Profit Showing by 
I. Miller 


New YorkK—I. Miller & Sons, Inc., 
report net profits for the nine months 
ended Sept. 30, 1929, of $796,661, a 
new high record, which compares with 
net profits of $571,236 reported for the 
same period in 1928, an increase of 
approximately 40 per cent. 

The net volume of sales for the nine 
months ended Sept. 30 aggregated $9,- 
823,176, against $8,282,204 reported for 
the same period in 1928. 

The balance sheet as of Sept. 30 
shows current assets of $5,336,712, 
against current liabilities of $1,297,847, 
giving the company working capital of 
over $4,000,000, against $3,500,000 re- 
ported at the end of 1928. The bal- 
ance sheet also shows common stock 
and surplus of $3,926,000, against $3,- 
325,000 at the close of 1928, and $2,- 
289,000 at the close of 1927. 
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Style Conference Dates 
Approved 


Chicago—The National Shoe 
Retailers’ Association has ap- 
proved April 28 and 29 as the 
dates for the next joint style con- 
ference at which the National 
Boot & Shoe Manufacturers’ As- 
sociation, the Tanners’ Council of 
America and representatives of 
the shoe travelers and shoe whole- 
salers will meet at the Hotel 
Astor in New York to formulate 
a style program for autumn, 1930. 

Committees of the association 
on styles in men’s and women’s 
shoes, also juvenile shoes will 
hold their executive meetings at 
the Astor on Monday, April 28. 

A showing of American tanned 
leathers by members of the Tan- 
ners’ Council will be one of the 
outstanding features of the meet- 
ing. The displays will be open to 
all members of the trade on both 
days on which meetings will be 
held. The grand ball-room of 
the Astor will be used by the 
tanners for their show. 











Shoe Stores Hold Sales 


NEw YorkK—Many shops in New 
York, including several of the higher 
grade salons along Fifth Avenue, are 
advertising November sales and show- 
ing new models at reduced prices, in 
an effort to increase volume. 

The larger department stores are 
now hiring extra salesmen for their 
shoe departments, in preparation for 
the Chistmas holiday rush, which they 
predict will exceed all previous rec- 
ords, judging from present indications. 
Intensive advertising campaigns to spur 
holiday buying are contemplated, and 
prices are being made as attractive as 
possible. 


Detachable Rubber Heel 


CLEVELAND, OHIO—An innovation in 
heel design was announced by Harry 
Lavin, capitalist, of Canton, Ohio. Mr. 
Lavin made his discovery on a recent 
trip to Germany and promptly pur- 
chased the patents for the new heel. 

The feature of the new heel is that 
it is readily detachable, so that rubber 
heels may be substituted for leather, 
or vice versa. Left and right heels may 
be interchanged when they begin to 
wear unevenly, etc. Anyone can make 
the change merely by pulling out a 
tiny metal plunger, slipping off the 
heel and putting the new one in place. 
Pushing the plunger then locks the 
heel securely, so that it cannot possibly 
work loose. 

The heel has already been given a 
practical test in Germany and has 
proved a thorough success. It is now 
ready to be launched on the German 
market on a large scale. 

The entire device is so simple that 
the merest novice can attach the heel 
in a few moments, almost as readily 
and as quickly as an ordinary rubber 
heel can be applied. 
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WHERE TO BUY 
Men’s Shoes 


he i li elie 


If; STEADY PROFITABLE 
BUSINESS IS WANTED, SELL-~ 


wo. i 








“A MAN’S DECISION” 


THE 


SHOE 


Boston—183 Essex Street 
N. ¥.—915-917 Marbridge Bldg. 
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WHERE TO BUY 


Women’s Shoes 


8 ee 


Didi, 


FOR WOMEN 
EBBERTS SHOB CO., INC. 
Buffalo, N. Y. STOCK 





THE JOHN 
IN 
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WHERE TO BUY 


Shoe Forms 
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TRANSPARENT OR WHITE FAIRY 
SHOE FORMS 
Light, Inexpensive and 
Practically Invisible 


Linings and case num- 
bers easily seen when 
transparent form is in 
shoes. Write 


THE SHOE FORM CO., Auburn, N. Y. 











WHERE TO BUY 
Wooden Sole Shoes 








WOOD SOLE SHOES 


Heavy Full Oil 
Grain Leather 














WHERE TO BUY 
Men’s & Women’s 
Slippers 





MEN’S FINE 
HAND TURNED 


SLIPPERS 
Manufactured 
by 


Prices from 
W. 8. CHASE & SONS 
Haverhill, Mass. 


$2.15 to $8.50 








Boston Office: Room 501, Statler Bldg. 








The 


ey 


Stock carried of Best 


and Colors _,will ITEM THT 
GENERAL FOOTWEAR C 

actory and Offices 
476 BROADWAY New YorK 











MULES and D’ORSAYS 


FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 


Brass Bros. & Feinroth 








7 East 17th Street New York 








PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesroom 
40-46 West “25th St., New York City 


Tay ti P— 
sent on 
request 


High Grade Turn Mules and D’Orsays 


Poceeee gs Foren? 


ww UJ 
ze IN STOCK 





Me. 447 
$1.38 











L. B. EVANS’ SON O0., Wakefield, Mass, 





Play Up Party Shoes 











A low-cut sandal, with 
overlapping “petals” of 
crepe de chine and moire, 
piped with gold...$12.80 


Opera pump of ribbed silk 
with a velvety finish, shot 
with silver, and decorated 
with silver kid....813.80 


A brocaded T-strap, orna- 
mented with stripes of gold 
and silver kid, with silver 
covered heel......$12.50 








Here’s an advertisement by a 
leading Brooklyn store that illus- 
trates what an effective sales ar- 
gument can be built around even- 
ing footwear at this season 








Allen G. Rosen New Manager 


CLEVELAND, OHIO (UTPS)—Allen G. 
Rosen has been appointed manager of 
the Fashion Bootery at 613 Prospect 
Avenue. Mr. Rosen succeeds Marvin 
Rosenbaum, who became manager of 
the new Fashion Bootery on the 
Square. He was formerly assistant 
manager of the store. 

The window display background of 
the Prospect store has been chan 
and a new stucco of bright merging 
colors is now used. Arched frame- 
work is interspersed among the pink, 
green and silver and the mode is en- 
tirely modernistic. 


Shoes and Handbags 


PROVIDENCE, R. I., Nov. 23 (UTPS) 
—tTying the sale of shoes with that of 
handbags, the Shepard Store here fea- 
tured an unusual! newspaper “ad,” list- 
ing shoes at $8.50 in one column with 
the opposite space advertising hand- 
bags at $4.95. Bags and shoes were, 
of course, selected to harmonize in fab- 
ric and color. By so placing the 
newspaper message, the tie-up was 
made more clear in the minds of shop- 
pers, for the two were practically 
shown together. 


James P. Orr Honored 


CINCINNATI, OHI0.—Friends, busi- 
ness associates and newspapers are al] 
congratulating James P. Orr, Presi- 
dent of the Potter Shoe Company, on 
his sixty-fifth birthday, which was 
celebrated recently. Mr. Orr was 
born in a small Pennsylvania town and 
came to Cincinnati at an early age and 
has spent the greater part of his life 
in the shoe business. 

Mr. Orr is not only President of the 
Potter Shoe Company, but is a direc. 
tor in many of Cincinnati’s leading 
business and financial concerns. Ted 
Orr, a son, is one of the best known 
young men in the industry today. 


Best Year for Florsheim 


CuHIcaGo—The fiscal year just ended 
has been the best in the history of the 
Florsheim Shoe Co., according to Mil- 
ton §S. Florsheim, chairman of the 
board of directors. Mr. Florsheim said: 

“Our fiscal year closed Oct. 31. Pre. 
liminary figures indicate the best year 
in volume and net profits in our his- 
tory. Our cash position is exceedingly 
satisfactory. Cash, Government and 
municipal securities amount to $4,633, 
610. Indebtedness of all kinds, exclu- 
sive of taxes, amounts to $141,442, 
Orders for the coming season are com- 
ing in nicely, and we are looking at the 
future with considerable confidence.” 


New Beverly Firm 


BEVERLY, Mass.—W. L. Delaney 
Company recently incorporated, with a 
capital of $100,000, has taken over and 
is carrying on the business of Howard 
W. Hill Company, manufacturers of 
“Beverly Hill Vanities,” and __ like 
well known lines of shoes. Mr. Hill 
retires. Warren L. Delaney, a shoe 
maker of experience, heads the new 
enterprise, directing the factory and, 
also, selling its product. The Boston 
office is in the Statler Building. Sam- 
ples for early 1930 are now ready. 


Bowling League for 
Shoe Men 


Los ANGELES, CAL. (UTPS)—tThe 
bowling season among teams represent- 
ing well-known shoe stores was opened 
with a series of games last week. The 
play is sponsored by the Los Angeles 
Shoe Dealers League, and attracts much 
interest among the trade. 

In the opening games the Gude’s 
Shoe team won three out of four 
matches from the Broadway Depart- 
ment Store team while the Young’s 
Speedy Shoe aggregation beat the Star 
Shoe Company boys in three straight 
games. 


Stanley Ray Goes with Kinney 


Kansas City, Mo.—Stanley Ray, 
formerly manager of the Nelson Car- 
veth Company of Streator, IIl., has ac- 
cepted a position with the G. R. Kin- 
ney Shoe Company in Kansas City, Mo. 
After a time spent in the main office 
of this company he will be assigned 4s 
manager of one of the large retail 
stores. 
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Harsh & Chapline Have 
Record Year 


MILWAUKEE, Wis.—The year 1929 
has been the best year Harsh & Chap- 
line Shoe Company has experienced in 
its history, according to George P. Ut- 
ley, vice-president and general man- 
ager. 

“Our records show that we have 
manufactured twenty-eight and a frac- 
tion per cent more shoes for the year 
of 1929 than any one year in our his- 
tory, and approximately seventy-eight 
per cent more shoes than the company 
has ever manufactured previous to the 
year of 1926,” said Mr. Utley. 

“During the past several weeks we 
have averaged to pack around 9,400 
pairs per day and this production is 
handled under one roof, combined with 
our tannery, tanning by far the 
greater per cent of our upper leather. 
With our tannery and shoe factory 
combined under the same roof, we have 
a very economical manufacturing unit, 
since our unit is so compact and there 
is no loss of time or labor from con- 
verting a green hide into leather and 
leather into shoes. 

“While the drop in the security mar- 
ket may have some little effect upon 
general business, I do not, however, be- 
lieve it will be general or at all dras- 
tic—no doubt manufacturers classified 
as producers of luxuries will feel quite 
keenly the drastic decline in the se- 
curity market, but manufacturers of 
staple wearing apparel, in our opinion, 
will not suffer. On the other hand, it 
is possible that some of the holders of 
paper profits will realize their predica- 
ment and economize by buying popular 
priced shoes.” 


Another Store Opens Featur- 
ing Bata Shoes 


ROCHESTER, N. Y. (UTPS)—Mod- 
eled after the modernistic fashion, a 
new L. Krass store, dealing in Thomas 
Bata shoes, has opened here in Main 
Street East between North Water and 
Front Streets. It is known as the Mar- 
velle Store. 

The new retail establishment also 
maintains a department for American- 
made women’s hose. L. Krass of New 
York, American representative of Bata, 
is managing the new store directly. 


C. C. Kepner Made General 
Department Manager 


BIRMINGHAM, ALA.—C. C. Kepner, 
formerly of N. B. Holden Shoe Co., 
Chicago, and recently assistant man- 
ager of the men’s department of Odum, 
Bowers & White, Birmingham, has been 
appointed general manager of the shoe 
departments in this store. T. E. O’Brien 
has returned to the Odum, Bowers & 
White store as salesman in the ladies’ 
department. 


Backing the President 


Boston, Mass.—The New England 
Shoe and Leather Association on Nov. 
19 sent a telegram to President Hoover 
warmly commending him for organiz- 
ing the National Business Conference, 
which has created so much interest 
throughout the industrial and commer- 
cial world, and pledging the cordial 





support of the association. 


Boor AND SHOE RECORDER 
combining THE SHop ReTalILeER, Nov. 30, 1929 


Jury’s Verdict 
Frees Manager 
of Shoe Store 


_ LOUISVILLE, Ky.—A seven-man jury 
in the Jefferson County Criminal 
Court on Nov. 15 returned a verdict 
of not guilty in the case of J. J. Shel- 
nutt, 50 years of age, manager of the 
Dobson Shelnutt Company, 332 West 
Jefferson Street, operating a_ sales 
shoe store, who had appealed a fine of 
$100 and ninety-day iail sentence 
handed down some weeks ago by the 
Louisville police court on a charge 
made by the Louisville Better Busi- 
ness Bureau of deceptive and untruth- 
ful advertising. 

Shelnutt purchased a water damaged 
stock of shoes from the Baynham Shoe 
Company, of Lexington, including a 
considerable amount of branded shoes. 
He advertised two brands at reduced 
prices. Local newspapers refused his 
advertising, on the claim that it was 
not a permament store. He then sent 
out hand bills of his sale and told of 
the refusal of the papers to accept ad- 
vertising, figuring big reductions in 
prices over those charged by local 
houses handling the same brands. 

The stock was not made up ex- 
clusively of the two brands advertised, 
nor was it claimed to be. In fact the 
advertising named one other brand, 
and also stated: “And other makes.” 

The Better Business Bureau alleged 
that its manager purchased a pair of 
shoes in the store, as a nationally ad- 
vertised brand, whereas, the shoes he 
received, were not of that make and 
unbranded. 

Shelnutt claimed that he did not per- 
sonally sell the shoes, that if they were 
sold as branded shoes when not 
branded it was against orders, and, 
furthermore, the customer could see 
for himself whether the shoes were of 
the brand in question. 


To Push Featherweight 
Sandals 


New YorkK—The Golo Slipper Co. 
will push the sale of featherweight 
Deauville sandals with a particularly 
vigorous magazine advertising cam- 
paign this season, it is announced. _ 

Many full pages and half pages with 
artistic photographs in the modern 
style will be used in such publications 
as the Saturday Evening Post, Ladies’ 
Home Journl, Harper’s Bazar, Cosmo- 
politan, Vogue, Photoplay and Smart 
Set. Through these mediums it is esti- 
mated a total of more than 8,000,000 
women readers will be reached. 


Harry Lauder to Be on the Air 


AUBURN, N. Y.—Sir Harry Lauder, 
famous the world over for his Scotch 
folk songs, will be on the air December 
1, over the N. B. C. blue network. He 
will broadcast from Los Angeles and 
will sing during the program of the 
Enna Jettick Melodies at 8 o’clock, 
Eastern Standard time; 7 o’clock Cen- 
tral time; 6 o’clock Mountain time and 
5 o’clock Pacific Coast time. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 


NEW HARD 


*KENDALL TOE BALLET 


BALLET SLIPPERS 
IN STOCK 


io ' 


* 








White on order. 2.65 
Satin on order.. 3.80 


SEND FOR CIRCULAR DEPT. C. 


% KENDALL SHOE COMPANY > 
HAVERHILL, MASS. 











TUPPER SLIPPER CORP. 
200 Tillary St. | Brooklyn, N. Y. 














ALL LEATHER IMPORTED CZECHO SANDALS 


FOR IMMEDIATE DELIVERY 
Patterns Riga—Tan and Brown 
Patterns Berta—All Tan, Tan & Black, All White. 
White & Black 
Irwin W. David, General 


R. STERN CO., 303 Fourth Ave., New York 





; Perea 
Hil SATINS 
‘) \WOOLSKINS | 


: 
p 
\ neal), ——— _ 4 


mOZY SHOE MFG. CO. 170] Richard St Miho Wis 


LEATHER HAND-TURNED 
SLIPPERS 
Nationally Advertised 
Year-Round In Stock 




















WHERE TO BUY 
Ballet Slippers 


A AO ee ee 













Soft Toe Ballet Slip- 
per and all types of 
dancing footwear re- 
quired by teachers 
and profession- 
als. At once de- 
livery. Send for 





Coast Representative: 
MR. A. F. WINSLOW 
5205 El Rie Avenue 


Eagle Rock, Los Angeles, 
i California 




















Im Stock Black Ballet 
Slippers 


Ladies’ $1.25 pair 

Misses’ $1.20 pair 

Childs’ $1.15 pair 
BLOG SHOE CO., aye. 


147 Deane Stree 
New York Cig 











BALLET SLIPPERS—IN STOCK 


of the unusual kind 
Bi02 Bik. Kid Hand Tura 
Soft Toe 





Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
to8— 1.45 
Hacd Toes 


WARTZ 4 HERDER, Inc. 
Ballet id Comf 
oft “isi eM eee et eg 








Sumith 
eALLETS 
Rights and Lefts 

Two Grades 








Oni. 

ar $0 i. rr $1.40 

1.85 1.80 1.25 
In Stock 

325 West Monroe 


wm. 
SUMNER 
SMITH 
Chicago, It. 

















Black Kid 
Expertly Deslened 


sses & 

Women’s rs 

In Ne. 100—Regular ..... 

Steck he. bee—Ben toils = FSS Sie 

H. F. MALOTT SHOE Co. Menufecterers 
1915 Girard S8t., Chiea; 


Lefts and Rights 





BLACK KID BALLET SLIPPERS 


MADE ON RIGHT AND as tae 
steer onan Te Tas is 
Coast Prices §) 
Brooks Shoe Mfg.Ce. 


Philadelphie— 
Swanson end Ritner Sts. 








Los Angeles—1169 So. Hill st. 


New Materials in Paris Shoes 


[CONTINUED FROM PAGE 37] 


gray strap. 
scratched with a knife and not show 
the slightest mark. It is believed in 
Paris that it will have the greatest 
success. Already Marouf has made sev- 
eral dozen pairs for his smartest cus- 
tomers. 

Apart from the new tissue Marouf 
is making many models in antelope, 
black or brown being the leading col- 
ors. The black is trimmed with bands 
of black patent, a closed sandal model 
with band of patent running from 
vamp toe to ankle strap, from vamp- 
throat a band crosses to the sole, giving 
a cross effect, the quarters from ankle 
strap to heel seam are banded with 
patent, while the quarter throat and 
quarter opening are bordered; patent 
heels. This same model is made in 
reptile (water-snake) trimmed with 
patent, and is the best dressy after- 
noon model of the collection. 

The sports shoes are of calf trimmed 
with lizard or water-snake, and are lit- 
tle different from the models of last 
spring; winged tips in various forms, 
low leather heels, oxford or one-straps. 
Other sports shoes are of antelope in 
beige with brown calf tips, the calf per- 
foraied. 

A careful survey of all the smart tea 
places where the best dressed women 
are to be found, shows that, regardless 
of what the bottiers tell us, or what 
they try to launch, the really smart 
shoes are of lizard, all lizard except for 
small bands of patent, or lizard in a 
contrasting color. The most richly 
dressed women seem to be almost in- 
variably in black this autumn (but how 
the Parisians love black!) and with 
few exceptions their shoes, as new look- 
ing as their frocks and coats, are of 
black lizard, lightly trimmed with black 
patent. Black antelope is also much 
used, trimmed with beige or gray liz- 
ard, or black patent. All patent shoes, 
such as plain pumps and.one-straps are 
quite out of favor. If patent is worn it 
must be trimmed with reptile in black 
or a bright color, or well combined with 
some contrasting color of kid 

Pumps are on the wane, one-straps 
and demi-oxfords replacing them. All 
the bottiers tell me that they find the 
best made pumps will push the foot 
forward and gap on the sides, so they 
are not practical, especially for the 
woman who is heavy for the size of her 
feet, and they would rather make one- 
straps or some sort of oxfords, except 
for evening wear. But, on the other 
hand, pumps do make the ankles look 
well, so for a time, even though they 
are not the grand mode, they will still 
be worn, for now that the legs are be- 
ing slightly covered it is necessary for 
the ankle to show to even greater ad- 
vantage. 

Philippe is in favor of antelope, kid 
trimmed for morning and afternoon 
wear, with crépe de chine or authentic 
oriental brocades for evening. Crépe de 
chine vamps and shanks have quarters 
and heels of gold and a matching color 
brocade, while the order is reversed 
with heels of the brocade. Rust-brown 
antelope pumps have bands of kid 
satiné in black, narrow at the vamp 
throat, widening to the heel seams, one 
at the heel joining, the other at heel 
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This sea-kid can be : throat. This same model (see illustra- 


tion) is made in black antelope with 
black lizard bands, and in brown ante- 
lope with beige lizard. A plain brow: 
heavy kid one-strap has extension sole, 
leather heel and side banks crossing on 
the shanks and forming strap of beig< 
lizard. Another model in wine-red is 
cut on oxford lines with open instep ani 
open shanks all bordered with black 

patent, patent heel; the instep fasten- 
ing is a buckle over narrow elastic 
band. This is one of the newest models, 
really intended for spring, owing to th 

open shank, which for winter can lb: 

closed by using an inset of black patent 

to match the trimmings. 

Bally’s new evening pumps have a 
double tongues cut in the form of ; 
leaf, bordered with a fine line of gol: 
kid, gold heels. Other new Bally shoes 
fresh from the factory and not yet on 
view in the Paris shops are: One-stra 
of brown antelope with narrow vamp 
border of lizard, strap and inside quar- 
ter-throat, with outside turn-over collar 
effect ending in a point under the but 
ton of lizard. Black patent one-strap 
quarter, vamps of water-snake with 
two bands from vamp-throat on either 
side turning half-way to toe and end 
ing in the sole; heels of patent. Velvet 
evening pumps have a minute binding 
of silver widening to a band at the 
vamp-throat and ending in a single loop 
on the outside shank seam. The same 
model exists in crépe de chine. Near] 
all the walking shoes have covered 
cuban heels, while the evening ones ar: 
the usual height, full Louis’s or slender 
spikes. 

This time it is true that stockings are 
getting darker, so much so that if one 
dares to go out with the beige of last 
year, one gets a shock in seeing th ir 
own legs in some shop window. For e 
nings the stockings are as light as ever, 
or they are the thinnest black. Black is 
also used for afternoons with all black 
and white ensembles. 

From present indications I fear that 
Paris is going to have a very black 
winter, much blacker than last w*nter, 
and that was black enough! But, though 
the days are dark and gloomy already, 
and a hard, cold winter is predicted, 
there is still time for women to order 
bright colored clothes to offset the 
weather! 





Friday, the 13th in Chicago 


CHICAGO—The Shoe and Leather As- 
sociation of Chicago will hold its an- 
nual election dinner‘ at the Congress 
Hotel at 6.30 on the evening of Friday, 
December 13. 

Dudley Osborn, chairman of the en- 
tertainment committee, has engaged 
C. M. Imrie, the Canadian veteran of 
the World War, whose talks on front 
line experiences have been delivered be- 
fore the leading men’s clubs of ‘ie 
country. In addition to Col. Imrie, “in 
engaging vaudeville program is beng 
planned. 

Members of the Shoe, leather «nd 
allied trades expecting to be in Chic 0 
on December 13th are welcome at ‘11s 
annual get-together of the Chic: 70 
association. 
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Feature Correct Footwear 


BALTIMORE, Mp.—O’Neill’s Fashion 
Esplanade, featured by O’Neill & Co., 
Baltimore, has served to create interest 
and stimulate activity in correct foot- 
wear with every costume. Sixteen 
phases of costuming complete and cor- 
rect are shown through this new method 
of display. This fashion esplanade is 
featured in the wearing apparel floor 
and also in the display windows. In 
each phase are shown a gown or other 
outer wearing apparel, hat, shoes, hos- 
iery, bag, gloves to match and har- 
monize. Thus showing fashion’s re- 
quirements of footwear with different 
costumes, women who pride themselves 
on being well dressed have become in- 
terested in footwear of different leath- 
ers, shades and styles, which is being 
reflected in the sales of the shoe shop. 


Double Sale—Shoes and 
Slippers 


CINCINNATI, OHIO—An idea for a 
Christmas selling campaign in every 
shee store originates with A. J. Sachs, 
president of Sachs & Vigorith, Inc., of 
Cincinnati. 

Unusual success has attended the ex- 
tra pair campaign. Prizes are given 
to salesmen selling the most pairs to 
people purchasing shoes. Credit is only 
given the clerk for a sale combining 
one sale slip—a pair of shoes and a 
pair of house slippers. 

In one week Frank & Seder, Pitts- 
burgh, Pa., totaled thirty-one pairs; 
Anderson Dulin & Varnel of Knoxville, 
Tenn., twenty-five pairs, and Elder & 
Johnson of Dayton, Ohio, forty-five 
pairs. 


Exceeding 1928 Kid 
Production 


BostoN—The Allied Kid Co. report 
that their three divisions, the Standard 
Kid Co. of Wilmington, Del.; Quaker 
City Morocco Co. and the McNeeley 
Co. of Philadelphia, are producing 2500 
dozen ished kidskins daily, and are 
planning to continue at this rate in- 
definitely. 

This production is entirely colored 
kid and is divided about equally be- 
tween the well-known brown shades 
manufactured by all three divisions 
and the wanted spring colors, beige 
clair and suntan. 

Production figures are largely in ex- 
cess of those for the same period of a 
year ago. 


Joins Lynn Firm 


Lynn, Mass.—Maurice E. Bresnahan 
has joined Callahan, Dolan Co., a new 
concern, which is now making shoes 
by the Compo process in the factory at 
152 Pleasant Street. Fine styles, in 
grades to retail at $10 a pair and up, 
are being made. Stephen Callahan, 
senior member of the firm, is designing 
the styles and selling the product. Mr. 
Bresnahan is factory manager. He 
formerly carried on the M. E. Bresna- 
han Shoe Co. in Lynn and was, more 
Tecently, at the Cincinnati office of the 
Compo Shoe Machinery Co. 
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Rain, Radio and Rubbers 


Birmingham, Ala. (UTPS)— 
Joe Dennis, manager of the ladies’ 
shoe department at Herman Saks 
& Sons, Birmingham, is marvel- 
ing at the wonders wrought by 
advertising. 

Recently he bought up a large 
number of rubbers. “I thought 
I was a fool for buying so many 
rubbers. I just knew I would 
never sell them all. They were 
stacked back in the storeroom a 
mile high,” he said. 

Then came a rainy spell in 
Birmingham. The advertising de- 
partment of the store had just 
recently signed a contract with 
a local broadcasting station. So 
Mr. Dennis got in touch with the 
advertising manager and then 
with the broadcasting station. 

A fifty word message was given 
the station for broadcasting an- 
nouncing the special sale of rub- 
bers at the shoe department at 
Herman Saks & Sons. 

In the meantime it kept on 
raining. 

The announcer at the station 
announced that the next day, 
which happened to be Saturday, 
the store would sell rubbers at 
one dollar and ninety-five cents 
and a second pair for one dollar, 
making two pairs sell for two 
dollars and ninety-five cents. 

Three announcements were 
made over the radio that Friday 
afternoon at intervals of one 
hour each. Just the afternoon 
announcements; no evening an- 
nouncements at all. 

Saturday it was still raining. 
The customers began coming in 
after rubbers. Before the store 
closed that Saturday night at 6 
p.m. Mr. Dennis had sold one 
hundred seventy-five pairs. 

The radio advertising did it, he 
says.. The rain was a big help, 
too. How much did it cost? Just 
fifteen dollars. 














New Baltimore Ground 
Gripper Store Attractive 


BALTIMORE, Mp.—Ground Gripper 
Store in Baltimore has moved to a new 
location, 10 West Saratoga Street. The 
new store is very smartly fitted up, 
both the interior and exterior. An elec- 
tric sign adorns the front entrance, ex- 
tending out to the pavement. The spa- 
cious window is panelled with light oak 
with fixtures to match. 

The interior is in a semi-salon effect 
with carpeted fioors, visible stock and 
a mezzanine floor. 
painted a light cream, while the fix- 
tures are of dark oak. William E. 
Keneston continues as manager. 


C. J. Noren Made Manager 


SEATTLE, WasH. (UTPS)—C. J. 
Noren has been named as manager of 
Allan’s Shoe Shop, succeeding H. J. 
Kane, who is now a partner in the 
Dorothy Dodd shoe shop. 
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WHERE TO BUY 
Spats 


ON APPROVAL 
WE CARRY STOCK FOR YOU! 


PRICES: 


COLORS: 
Pearl and Medium 
Grey, Light and 
Medium Fawn. 


Before buying Spats, let us ship on approval 
1 or 2 dozen for your inspection. We — >? 
for you and size-ups, no matter how small, 
are shipped at once. 
specify price wanted. 


GOLD SEAL 
636 Broadway 


When ordering samples 


New York 





DUNHILL SPATS 
TOPS THEM ALL 
IN STOCK NOW 

In_ All Selling Colors 

$10.50 to $36.00 per dozen 
Samples on Request 

STAR FOOTWEAR MF@. 


Howard and Nerrls Sts. 
Philadetohia 














+ 
ioe 51) ; 
itt IMMFDIATE 


i DELIVERY... 
From our com- 
plete stock of fine 
spats that retail 
from $1.50 to 
$5.00. 


Send for price 
list. 
S. Rauh & Co. 


650 Sixth Ave. 
New York 


GRRE 
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P ; 








Church’s 
Imported Cloth Spats 


Also white linen spats for formal 
and theatrical affairs. 

LYONS & COMPANY 
122 Duane Street New York. N. Y.- 











SPARTON } 


SPOTPRU GpArs. 


Thies new 
idea in spats 
this fall will 


2 


profits. BEFORE AFTER 


Rub the spot or stain with a damp cloth 
ind presto!—a fresh spat. 


Twice as easy to sell as ordinary spats. 


CHAS. F. CLARK, Inc. 
1403-1409 W. Congress St., CHICAGO 





WHERE TO BUY 
Spats 





Manolis Spats 
Can’t Be Beat 


dest spat manufac- 


Manolis Mfg. Co. 
4248 No. Crawford Ave., 








0. 
Chicago, Ill. 





WHERE TO BUY 
Children’s Slippers 


ei ii iid 
- 


bing complete line of 
t-Rite Slippers. 


}) Athletic Shoe Co, 
914N.MarshfieldAve, 
. 


WHERE TO BUY 


Bowling Shoes 


BOWLING SHOES 


“Ocst IN-STOCK 
fad Smoked Elk 


iinet 93.90 
BROOKS 
SHOE MFG. CO. 


ftner Sts, Philadelphia, P 
192 M. HI Street 


WHERE TO BUY 


Shoe Ornaments 














Billy Rogers—Shoe Merchant 


[CONTINUED FROM PAGE 45] 


“Glad to hear you say that, Billy— 
you’re on the right track.” This was 
from Parker. 

“Now let’s see.” Billy had paper and 
pencil and was figuring vigorously. “If 
I get the regular profit of 33 1/3 per 
cent—” 

Parker interrupted. 
isn’t it, Billy?” 

“Yes sir, but I’ve got to meet chain 
store prices—I’m not like you with all 
the high brow trade!” 

“Go ahead young man, not so many 
side remarks,” Brinstead smiled toler- 
antly as he spoke. 

“My seven-fifty shoes then cost five 
dollars. That’s two-fifty a pair profit. 
At 17 1/2 cents a week, it takes just— 
just about fifteen weeks. Say, some- 
thing wrong there for that would mean 
getting a three time turnover but 
making no profit.” 


66 YUPPOSE at the end of four months 
—I speak in general terms, young 
man, I trust you will realize that?” 
Billy nodded, “you sold every pair of 
shoes—and had bought no more. The 
shoes would then have paid their way.” 

“T see—just broke even.” 

“But,” Professor Brinstead held up a 
warning finger, “the shoes would not 
have earned any interest on the capital 
investment. If you wish to stick to my 
salary theory, the capital has not 
earned the salary that properly should 
be charged against it—that is, the in- 
terest on the investment. Is the force 
of my contentiox still accepable to your 
reason?” 

“Er—yes—I guess so--—oh_ sure.” 
Billy wished the professor would speak 
more like a human being! ‘‘Wait a min- 
ute, am I not better off, acccrding to 
your dope—I mean theory—if I have 
two thousand pair of shoes in stock. 
They only get paid 8 3/4 cents a week 
against 17% cents when I have only 
one thousand pair.” 

Brinstead looked at Parker and 
smiled. “Interesting, Parker. Just an- 
other illustration of reasoning from a 
false hypothesis! My friend, if you 
have twice as many shoes in stock, 
they’ll take twice as long to sell. In- 
stead of cleaning them out in {our 
months, it would require eight. You 
would then be worse off.” 

“How come,” I can see that it takes 
twice as long but the salary per pair 
is only half as much. It seems to me 
that you simply go on for eight months 
instead of four. Isn’t that so?” 

“True, but then your capital is tied 
up for eight months without earning 
anything.’ 

“Oh, I begin to see now.” Billy sighed 
with relief. He began to wish he 
hadn’t come after all. “This deep 
figuring is too hot for me,” he thought. 
And then another thought occurred to 
him. “Perhaps one reason why I don’t 
do any better is just because I don’t do 
enough deep thinking.” 

“That’s good Billy,” said Parker, of- 
fering him a cigar—which Billy auto- 
matically refused. He knew Parker’s 
cigars! 

“As I dope it out, the idea is this. 
After so many weeks, the expense of 
carrying a pair of shoes eats up the 
gross profit on them. So to make a 


“Pretty close 


102 


pair earn a profit they must be sold 
before the weekly expense of them 
equals the gross profit.” Billy heaved 
a sigh. He felt he had really been 
thinking. 

“Exactly, and that further implies,” 
Brinstead went on, “that the rate of 
turnover must be considered in con- 
junction with the gross profit. The 
larger the percentage of profit the 
longer you can carry the item before it 
eats up the profit. This theory, brings 
out conclusively that tunover may be 
worked for so hard as to prove a handi- 
cap. A merchant who insists on a high 
rate of turnover and in consequence re- 
fuses to carry anything but quick turn- 
ing stock will probably find himself 
selling narrow margin goods only and 
probably losing money. Never con- 
sider turnover except in relation to 
the gross profit. That’s the nub of the 
whole matter. Putting the shoes on a 
salary basis is merely a method of 
vitalizing an essential merchandising 
principle.” 

Billy was glad to see Mrs. Parker 
come in with some coffee. He felt he’d 
had all the “highbrow dope,” as he 
called it, that he wanted for one night. 
“At that,” he mused, “it’s darned good 
stuff and I’ll never think of turnover 
again without imagining every pair of 
shoes sticking out its hand for its 
salary every Saturday. No, not hands! 
Can’t expect shoes to have hands—too 
difficult a feat—help! stick out their 
tongue—” 


S¢—DILLY.” That young man jumped 

when the mention of his name 
brought his wits back from their wool 
gathering expedition. 

“Sir? Yes, Mr. Parker?” 

“Would you mind calling at the 
Chamber of Commerce rooms as you 
go by and picking up Professor Brin- 
stead’s brief case. It’s empty. He 
had his notes in his hand and forgot 
all about the case ’til he got here.” 

“Sure I will; glad to.” Billy soon 
afterwards left the Parker home. 
Stepping briskly toward the town he 
chuckled softly to himself. “The pro- 
fessor sure can make figures jump 
through hoops, and play dead and other 
tricks—but he also forgets his bloom- 
ing bag. He’s a professor, all right, 
I guess!” 

If Billy’s ears didn’t burn, they 
ought to have, for Parker and Brin- 
stead discussed him. 

“Isn’t he rather—er—rather imma- 
ture, Parker?” Brinstead asked. 

“Sure he is, but-he’ll make good in 
my estimation, because of two factors.” 

“And they are—?” 

“First, that kid has really studied 
shoes and shoe fitting. He is a go 
judge of values and styles. He’s got 
a good technical knowledge of the shoe 
business. And he’s clean.” 

“T follow you, and the other reason.” 

“He has money enough to lose & 
thousand or so while learning the re 
tail marketing of shoes. If he had only 
just enough for a store, or had to start 
on borrowed capital I’d have had grave 
doubts of his success. I believe that 
most young fellows who start in busi- 
ness are shy of capital to carry over 





the preliminary bumps, and shy of real 
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hardpan experience on shoe store man- 
agement.” 

“Emery,” Mrs. Parker put her arm 
affectionately on her husband’s shoul- 
der. “Don’t you think that Professor 
Brinstead deserves a night’s sleep?” 

And that, of course, closed the dis- 
cussion! 

The next morning Billy found Sidney 
Patten waiting on the doorstep of the 
store. He greeted him cordially and, 
opening the store asked him in. “Well, 
Patten, returned your samples to the 
Hemisphere Shoe people?” 

“I’m all through with them, Mr. 


Rogers. Just thought I’d wait ’til Mon- 
oy. before starting for you. 


That 


“Sure, I’ll have your sample line all 
ready for you. And I'll give you the 
streets to work that should be good for 
business.” 

“Er, say boss. It’s been pretty close 
sledding with the other people. I was 
wondering whether you couldn’t slip 
me ten bucks on account of next week’s 
drawing account?” 

“No, I don’t think that’s good busi- 
ness, do you?” 


66 ELL, if ever I wanted an extra 

ten or twenty, I only had to ask 
the other people and there it was. They 
knew I’d square up in a few days. I 
think you should, boss. Don’t forget I 
quit ’em cold to come to you.” 

Billy thought fast. He was leaving 
the next day for New York to sell his 
old stock. But for that he’d have let 
Patten work in the store for a day or 
so—hardly liked to leave him with only 
“Lilacs” there. Of course, the two boys 
would be there in the evening. Yet 
somehow, Billy didn’t feel easy about 
having Patten around the store. Good 
outside man, of course. Well, perhaps 
he’d better take a chance. 

“Suppose, Patten, you put a couple 
of days in the store—today and Sat- 
urday. I’ll give you five dollars tonight 
and the other five on Saturday.” 

“That’s no good, boss. You’d pay me 
that anyhow. And yer know boss, I’m 
all in. I need a few days’ rest so as 
to be able to hit on all six by Monday. 
That’s fair isn’t it?” 

Billy realized that he had induced 
Patten to come to work for him, so re- 
luctantly he handed him ten dollars. 
“All right, Patten, now be here bright 
and early Monday.” 

“Sure thing, boss. I’ll be here with 
bells on,” and having pocketed the ten 
dollars, he slipped out of the door. 

Billy half shook his head as he 
watched the fellow disappear in the 
direction of Front Street. Somehow 
he didn’t like it. He had to forget the 
incident, however, because of two much 
more exasperating ones. A slatternly 
woman came in with a pair of job 
shoes in her hand. Billy knew the story 
right away—he’d had several returns 
of his job shoes, sold during the Cin- 
derella sale. He had mentally re- 
christened it the “Boomerang” Sale. 

“Hey, mister, these shoes are just 
rotten. They got paper soles, that’s 
all. I don’t want ’em.” 

Automatically, Billy took the shoes 
and looked at them. Across the sole 
of each was a broad welt—evidence that 
they had been against a hot bar or a 
radiator. 

“You’ve ruined these by putting them 
against a hot bar or something. I can’t 
take them back.” 

“Ho, you can’t, eh? I didn’t know 
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you was a gyp artist when I come in. 
But you better think again, young 
feller. I bought them shoes to wear, 
and now look at them. Brown paper— 
that’s all they are. Morland said so.” 

“What?” Billy fairly shrieked. “Say 
that again.” 

“Hey feller, pipe down, you can’t 
Scare me by yellin’ at me. Morland 
said they was no better’n brown paper 
—and that bird knows shoes.” 

_ “Just a minute, madame.” Then call- 
ing Acks to come over, he continued. 
“Now what was it Morland said?” 

The woman leered at Billy. “Smart 
guy ain’t yer. Want yer little witness! 
Well, you don’t get me in no trap. 
Now gimme my money and I’ll go on 
about me business.” 

“No. But to show you that I want 
to be more than fair, I’ll give you an- 
other pair of shoes.” 

More arguments. But Billy stood 
firm and the woman left with a pair 
of new shoes, half grumbling and half 
mollified. 

“Excuse me saying it, Mr. Rogers, 
but you sure are the easy guy.” 

“I guess I am, but I’d sooner be stung 
occasionally than give anybody a chance 
to say I didn’t trade fair.” 

“Sure, Mr. Rogers, but look at the 
shoes we've took back. If this keeps 
u 

And then the other disturbing event 
occurred. A man came into the store 
with a meek little woman. His 
grievance was that the shoes bought 
at the Cinderella sale didn’t fit. “How- 
ever, this silly woman wore one pair. 
Nearly crippled herself, she did. So 
I’m going to make her keep them, just 
to learn her a lesson. But you can 
take back the other pair.” 

“Let me fit your wife for a pair that 
will be more comfortable,” Billy began. 
The man scowled angrily and growled. 

“IT don’t want ’em. They’re just a 
piece of cheese anyhow. Give me my 
money and take your shoes.” 

With a brave front but a sinking 
heart, Billy tendered ninety-five cents, 
the price of the second pair. Then the 
lid blew off! Then man wanted three 
thirty-five, the regular price of the 
shoes. 

“The wife can’t wear ’em anyhow 
and I’m doing more than I ought to 
just keeping the one pair of them any- 
way.” 


INALLY, Billy made the compromise 
of two fifteen, half the price of the 
two pairs. The couple left the store, 
the man arrogant; the woman, a mere 
shadow of her husband’s wishes. The 
door did not close after the pair left 
so Billy went to close it. As he did, he 
watched the couple walk down the 
street. Then he suddenly stiffened with 
interest. He saw Featherfew, Morland’s 
brother-in-law, greet the couple and 
then saw the two men laughing. 

Then Billy saw red. “Now, I’ve got 
him by God,” he growled. He marched 
into the store—forgetting to close the 
door in his indignation—sat at his desk 
and dashed off the following letter to 
Morland. 

“Dear Sir: 

You have told people my shoes are 
made of brown paper. You have told 
others to come back with the shoes they 
bought here and make trouble. I’ve 
got the evidence and I won’t stand any 
more. 

You’ve been full of dirty yellow 
tricks ever since I started and now I’m 
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WHERE TO BUY 


Women’s Novelties 


A 6 ee ill 





BONDWAY 


produces footwear of remark- 
able lightness, smartness and 
flexibility. 








BOND SHOE COMPANY, 132 Duane St., New York 





WHERE TO BUY 


Dancing Taps 


—™sT Bemee Sl er il ill 





CLOG DANCING TAPS | 


special 


tached. 
Price 200. Per Pair 
Brooks Shee Mfg. Ca. 
Swanson and Ritner 
Sts., Philadetphie 
Les Angeles 
1162 Se. Hill St 





WHERE TO BUY 


Puttees 








RAPID TURNOVER 
UNUSUAL PROFITS 
on a 
Small Investment 
with 
Williams 
Nationally Advertised 
Leather Puttees 


Always IN STOCK. 
Men's and Boys’. 
Various Styles. 


Write for our proposition. 
-—the Williams 
Manufacturing Co. 
Mfrs.of Leather Puttees 
PORTSMOUTH OHIO 
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WHERE TO BUY 


Store Fixtures 


re ee ee i i il 


HAVE YOU A COPY OF THE 
NEW GOODWIN CATALOG 
of SHOE STORE FIXTURES 
and STORE INSTALLATIONS 


! ( l GOODWIN & CO., Inc 
Worcester, Mas 
Sscsesnaesianaiiniimimtia atten ianasiaithii 





WHERE TO BUY 
Children’s Shoes 





Baby Shoes! 
Soft Soles and 
Moccasins 
$4.80 to $9.00 doz. 
All colors—all styles! 
Send for Samples!! 
BOSTON BABY 
SHOE CO. 

No. (014-1016 Harrison 
Ave., Boston 











Approved by Medical Men 
4s a fully ventilated 
shoe the Burkley Ven- 
tilated Foot Developer 
ls wunexcelled. Well 
known surgeons recom- 
mend its use. 
Barkley Shoe Co. 
1156 Ne. Main St. 

Brockton, Mass. 








IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
387 Fourth Avenue 
New York 
323 W. Jackson Blvd. 
Chi 


cago 
; } 1307 Washington Ave. 
‘i St. Louis 


49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mass. 
Send for Catalog 











out to get you. I’ll have you in court 

before the week’s out and go the limit 

if it takes every dollar I have. 
WILLIAM ROGERS.” 

It was while Billy was looking for an 
envelope, that Professor Brinstead and 
Emery Parker came in. “Hello Billy,” 
Parker greeted him. “Professor Brin- 
stead has stopped in for his bag. Did 
you find it all right?” 

“Eh, what, oh yes, here it is—the 
dirty crook.” 

Both men gazed in amazement at the 
distraught Billy. Parker quickly sensed 
that something was seriously wrong 
and with his usual kindliness and tact 
soon had the story. 

“Yes sir,” concluded Billy, “and he’ll 
know what I think of him this after- 
noon, the damned, sneaking crook.” He 
passed the letter to Parker and re- 
sumed his hunt for an envelope. 

After Parker had read it, he passed 
it to Brinstead who perused it carefully 
and seriously. An unasked question 
was flashed in a glance between the 
two men. A slight nod from Parker 
and Brinstead calmly tore up the letter 
into tiny pieces and asked blandly, 
“Where is your waste basket, young 
man?” 

Billy was about to make a hot retort 
when Parker put his arm around his 
shoulders. “Steady on, Billy. Pull 
yourself together. I believe all you 
said in that letter—but you have no 
legal evidence that’s worth a damn. But 
your letter would give Morland a grand 
opportunity to hit at you. Be glad, 
from the bottom of your heart that 
ue Brinstead took the action he 

id.” 

The professor held out his hand. “I 
would like to shake hands with a young 
man who has a good fighting spirit. 








Southeastern Merchants 
Broadcast Shoe Talks 


Atlanta, Ga. (UTPS)—Regular 
radio broadcasting, programs over 
WSB, the broadcasting station of 
the Atlanta Journal, will be in- 
augurated in the near future by 
the Southeastern Shoe Retailers 
Association. 

Radio broadcasting was decided 
upon at a meeting of the board 
of directors of the association, 
held in Atlanta on November 13, 
and details are now being worked 
out by Harold Steele, secretary of 
the organization, who will be in 
charge. It is expected that a 
short talk on fashions in shoes 
will be a feature of each program, 
and that one hour a week will be 
used. 

Those attending the meeting, 
which was held at the Hotel 
Ansley, were Frank Stevens, of 
Hanan and Sons, Atlanta, presi- 
dent; Harold M. Steele, of At- 
lanta, secretary; J. C. Steele, of 
the French Shoppe, Atlanta; John 
Thrash, of the Keely Company, 
Atlanta; Clarence Gibbs, of Byck 
Brothers, Atlanta; H. S. Miller, 
of the Miller Shoe Company, 
Birmingham, Ala.; Nick Jones, of 
the Bullock Shoe Company, Mont- 
gomery, Ala.; Louie Funkenstein, 
of the Union Dry Goods Com- 
pany, Macon, Ga.; Mark Silvers, 
of Favers’ Boot Shoppe, Savan- 
nah, Ga.; Charles Banford, of 
Banford’s Bootery, Lakeland, 
Fla.; M. A. Condon, of James F. 
Condon and Sons, Charleston, 
S. C.; W. D. Wright, of the 
Wright-Scruggs Shoe Company, 
Spartanburg, S. C., and W. S. 
Miller, of the Miller-Taylor Shoe 
Company, Columbus, Ga. 











Cammeyer Shops to 
Consolidate 


NEw YorK—Cammeyer’s exclusive 
shop at 557 Fifth Avenue, between 45th 
and 46th Streets, is to be discontinued 
in the near future and the business 
transferred to the main store at 427 
Fifth Avenue, near 38th Street. 

A consolidation sale is now in prog- 
ress at these two stores. 

The De Luxe Cammeyer salon at 677 
Fifth Avenue will continue as before 
~ _ after the needs of the custom 
rade. 








Good luck to you, my friend. And may 
I give you a good saying to remember? 
It’s this. ‘Hot words, once sealed in 
an envelope become cold facts.’ ” 

When they left Billy sat at his desk 
bewildered. He slowly regained his 
poise. After a time he gave a great 
sigh. “Gosh, but I’m glad he tore it 
up—my guardian angel was sure on the 
job that time.” 

Then he busied himself getting his 
samples ready for his New York trip 
in the morning. “And ‘Lilacs,’” he 
said, looking up from his work. “I'll 
not come back until I’ve sold all that old 
stock.” 
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Joins Wholesale Shoe Concern 


PROVIDENCE, R. I., Nov. 15 (UTPS) 
—Phillip Myers has joined the Greene 
Anthony & Company, shoe wholesaling 
concern, covering the New Hampshire 
and Vermont territory. Mr. Myers’ 
brother, John, has for several years 
covered the home territory. 

According to Byron S. Watson, man- 
ager, the store has been recently re- 
modeled throughout the street floor in 
order to give better service to their 
customers. 


Brockton Shipments for 
the Year Show Gain 


Brockton, Mass.—For the first time 
in four months shoe shipments dropped 
to below the 10,000 mark last weck, 
marking a slow but gradual decline 
after a phenomenal run since June. 
Shipments for the year to date show 
an increase of 62,501 cases over the 
total of 1928 to the same date. 


Spoke to Store Clerks 


Lynn, Mass.—James M. Daley, man- 
ager of the Golden Rule factories, re- 
cently addressed the Wise store clerks, 
assembled in New York. He discussed 
the policies of self-ownership and profit 
sharing, as practiced in the Golden 
Rule factories, operating in Lynn and 
Beverly. He said that when a man is 
a partner in the business, and shares 
in the profits, he takes a hearty inter- 
est in the day’s work and does his best 
to promote its prosperity. He recom- 
mended that the Golden Rule policies 
be tried in the retail trade. 


Two New Companies Open 


In Haverhill 


HAVERHILL, Mass.—The Kelleher 
Consolidated Shoe Co. and the Melba 
Shoe Co. are two new Haverhill cor- 
porations recorded this week at the 
office of the Secretary of State, Boston. 
The Kelleher company is to engage in 
the manufacture of shoes and to deal 
in all kinds of leather and rubber 
goods. The capital is set at $50,000. 
The incorporators are: Timothy F. and 
Alice M. Kelleher, both of Newton, and 
Helene M. Donovan, of Haverhill. The 
Melba Shoe Co. is engaged in the manu- 
facture of footwear with an authorized 
capital of $25,000. The incorporators 
are Charles F. Felstiner, Simon Wat- 
nick, both of Haverhill, and Myer 
Siegal, of Chelsea. 


From Shoes to Fish 


SAN Francisco, Cau, (UTPS).— 
Albert Hilbert is now manager of the 
Nettleton Shop concession in _|toos 
Brothers’ store at Montgomery *'reet 
at Market, San Francisco. William S. 
Keig, former buyer for Roos Brotiers’ 
shoes, is now the secretary to the Ne- 
vada Fish and Game Commissio1 


Heads Spokane Retailers 


SPOKANE, WaSH. (UTPS)—Car'! Ep- 
plen, in charge of the shoe depar! ment 


at Culbertson’s has been name! 4s 
president of the Spokane Retail Shoe 
Dealers Association. 
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Push Your Accessories NOW 


Give them the spotlight by means of these charming 
ONLI-WA units in moderne walnut and maple. They’re 
well-constructed, smart, shapely, correct—and they help sell 
your holiday accessories. 


THE ONLI-WA FIXTURE CO. 


Dept. BS 
St. Paul Ave. Dayton, O. 
Display Center, 1440 Broadway, N. Y. City “0 
Members of National Display Equipment Assn. Reg. U. S. Pat. Off. 


























Shoe Unit Bag Unit 




















VICTORY 


IMPROVED 
Detachable Buckle Holders 





EFFECTIVE DECEMBER 1, 1929 


cs g 





Yi. %. Ale! 5 
4 PULL TTA TTT AS SNS NEW PRICES TO RETAIL STORES 
$ .90 a dozen pair 

10.00 a gross pair 

9.50 in 5 gross pair lots 





Rochester’s 

Infants’ Shoes in 
Compo Process, , 
Turns and Stitch- Wy fftdddd Every good article is imi- 
downs. / U| tated. The PATENTED 


If your jobber cannot supply you write direct to us. 


Order from { YY TSTELY, Victory Detachable Buckle 


Stock or from Holder is no exception. 
one of our & “ 


LIVE SALES. Ay Infringers will be prose- 
MEN! iG V Y cuted. 


No. 153—Patent Leather Compo Smooth Step; Cham- = 
seans tm ton eae Manufacturers and Jobbers 


Maize Shoe Company, Rochester, N. Y. 


write for new prices. 


PATENTED 

SiGe wads Gas oe ee Fleming & Keevers Co., Inc. 
in confidence. MANUFACTURERS 

NORTHAMPTON, MASSACHUSETTS 



































GREELEY BOUDOIRS 


PO ST-M cVEY ¥ AND PAJAMAS! 


The 1929 Christmas Gift 


co MPANY Ensemble 
* 


Pretty pajamas for women with 
Cutters of Greeley Boudoirs in matching 

FINE QUALITY TOPLIFTS or contrasting colors—there’s a 
of every description gift suggestion which any shoe 
merchant can _ capitalize. 


Sars Cie oe IN To be sure of the right line 
Sr Ge STOCK and certain delivery—put 


NEW WOMEN’S LEATHER pings an your order in to us TO- 


HEEL 
347 CONGRESS ST., BOSTON, MASS wy 12 > - . 4 


tt ice & 
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BUR DLS, SHOWCARMD SERVICE Oring 
Including 100 Price Tickets 


AA » ee 
- | 


| Il 


( {5 
fax fore 






N 


a 
Snant Movers awe , 
Goop Derssers 


———— 


Gold lettering on black—orange pumpkin 









































































(From our October Service) 
FREE PRICE > 
want 
are supplied with our monthly window card service. = 
100 blank tickets printed on stock to harmonize with each month’s card service or MAI 
72 with prices as wanted and as illustrated below. rr 
into 
The annual card services include:— 
Modernistic card holders, gold with black trim (3-color interchangeable show card monthly service, 
festoon base between frame and plateau) enhance the 14 all sales messages different, each month’: 
beauty of your eyes cards—harmonize with the finest cards of different designs and colors. 
i display fixtu 
SS ” Annual Card Service is exclusive for one merchant in 
Printed Price Tickets an average size town, suburb or metropolitan shopping 
center. 
Either of the tickets illustrated below will —lIt is the most valuable of window card franchises to own 
he suppli od fee to annual card service for your town, suburb or metropolitan shopping center. 
members in place of blank tickets each MANY 2 ee ee ee one 
: ee ae ; coast now use it for pulling window-shoppers into their 
month in the quantity indicated in the stores. 
description of each monthly card service. Ask us if your town is or may be open. 
Attractive Printed Price Tickets 
| Christmas All Regular and Clearance Sale. 
AL ° 
; . Any prices wanted 25c to $22.50—Green Border 
Price Tickets Any prices wanted 85c to $14.00—Orange Border 
Actual size, Light 
Green Tree, black 6-doz. odd lot assortment $1.10 
figures — 32 dif- 12 doz.—¥$2.00 
ferent prices— 
— $3.50 
$1.50 to $16.50 saiamatiea * 
25c per dozen 12 each of 6 prices 8%. av 
6 doz.—$1.25 12 doz.—$1.50 ab 
me 
| iF doz.— $2.25 aig 28 — 24 doz.—$2.50 
24 doz.— 4.00 Comes in either Orange or 1 doz. of one price 15¢. 
Check With Order, Olive = —_ ’ 
Please (Actual Size) Cash or stamps with order 
Several other varieties of hand-lettered price tickets carried in-stock. Sample on request. 
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onsistin€g 4 Cardholders «2 12 Showcards 
Exclusive in your town ortrading area 








Is 
interesting? ok 






(From our AUGUST service) 


TICKETS 


Tickets with printed prices with any selection from 32 prices as 
wanted and which harmonize with each month’s window cards 















Cf" Select the NS 


Service You Wish— 
Then Mail Coupon 


ee 
2 oiders. an. ce 
are supplied 100 for 50c. No. 1 Tickets, or 72 Printed Price 


Tickets, any prices wanted, of either de- 
MANY WELL RATED MERCHANTS from coast to coast i Sens Seow. 
. . am $4.00 monthly ($48.00 the year) 

now use Recorder Window cards for pulling window-shoppers ——_ 

{ i Servi 12 cards (7”x11”) 4 Card 

into their stores. No. LB Holders. 100 Blank Price 
Tickets, or 72 Printed Price 

Tickets, any prices wanted, of either de- 








NOW READY sign illustrated below. 
$5.00 monthly ($60.00 the year) 
rvice, 

ynth’s DECEMBER CARDS JUNIOR © cards, 2 Card Holders. 
(3 colors—Gold board—7-11 inches) ete 0 Blank Price Tickets, or 
rvice 36 Printed Price Tickets, any 
eg wanted, of either design illustrated 

‘ elow. 
int i SINGLE SHOW $3.00 monthly ($36.00 the year) 





Pping CARDS (100) Printed Price Tickets 


To Harmonize with each month's showeards—cards may 
be had with each month’s card service in place of the 
blank tickets indicated above at 50 cents per month 


60*.. 


on (Either with or without text) 











itional. 
ter. Check =. Order, CN, olin TFG. S/S? 
ast to - 
their Select any subject below by number Mail the Coupon 


In the panel are brief descriptions of 
the several Services we offer. Select the 
one you wish. 


COUPON 
BOOT & SHOE RECORDER, 


Available to merchants in towns only 
where there is not an annual card 
service member. 





Above illustrates one of Decem- 
ber cards—dainty, colorful—die- 
cut to look like piled up boxes. 


HOSIERY 






WOMEN’S 














$1.10 


i—Leather Heels are Smart— 
2—Fashion is partial to pumps— 
3—Galoshes—an appropriate gift— 
4—Lovely buckles, the gift exquisite— 


MEN’S 


5—Wing Tips are smart—latest 
styles— 


6—For His Gift—Comfort Slippers— 
7—Mr. Man—here’s a smart new 
style— 
CHILDREN’S 


8—A Tip for Santa—New shoes, real 
gifts— 


-o Her silk hosiery, the ideal 
gift— 


GENERAL 


10—It’s a gift—knowing how to design 
smart features— 


11—Do your Xmas Shopping Now! 


f2—Look your best for the holiday 
festivities— 


o~ie your shopping list here 
‘or— 


14—House Slippers—they’re sure to 
please. 


189 W. Madison St., Chicago, IIL 


Please enter our order for the Recorder “Sell- 
ing Messages” card service No. for one 
year, consisting of cards each month 
and art card holders, with the first 
month’s service, beginning with cards for Dec. 
for which we will pay per year, pay- 
able $————_ per month. 

For cash in advance full year’s service, 5% 
discount. 

(If service be discontinued before expiration of 
order, we agree to pay $1.00 per month additional 
for each month’s card service delivered.) 


We sell Men’s, Women’s, Children’s shoes and 


















hosiery. (Cross out lines not carried.) 
Printed Price Tickets :— 


N. B.—The privilege of exchange of current month’s cards is 
available to annual card service members who may find listed 
above card texts, abbreviated here because of space require- 
ments, which better cover their merchandising program. 










5c. 


Ph CD’ cosa cageseebeascieleddeeenneeie ke 





6. Merchants Service Dept. I nicuesanetcinommeneaah 
BOOT AND SHOE RECORDER Spi caisnininsntenseiciaaennminaneteiiel 


order. 


189 W. Madison St., Chicago 


(Nov. 30th issue) 
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THIS MAY BE 
YOUR OPPORTUNITY 





\ 


vd 


———— 








SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 








GOOD OPPORTUNITY FOR Salesmen Wanted 
LOCAL SALESMAN oe et eee 


either 
for these territories: ILLINOIS, IOWA, DAKOTAS AND 
MONTANA and your house would be 


agreeable to you selling 2 MEN’S line 


1. Pittsburgh of shoes in conjunction we have propo- 
2. Chicago sition that will interest you. A well 
known line of Men’s Shoes—ALL IN 
3. Cleveland STOCK—consisting of around 45 num- 
bers—a complete proposition in every 
sy iy sen | also consists of a good portion of the state in which the key detail—50% to retail at $5.00 and 50% 
rn alrnclagervom to retail at $6.00 and $7.00—straight 
We can turn over a business of $75,000 to $100,000 a year in each. etuiteden tests, We wack oeatal 
We want young, hardworking ambitious men between 25 and 35, who ear 
their own car, and live in the cities referred to. ae oer who desire permanent con- 
Our proposition is 5% commission which will be advanced on acceptance of enansnlgy-ePageed oe we — 
bona fide orders and charged against earnings on ship ts. Sa get money in their present territory. Write 
credit for mail orders also from their customers. fully—state who you are with—terri 
We make the country’s best lines of $6 and $7 ea, in men’s and women’s tory covered—your age—give all infor- 
welts. Carried in stock or delivered on special order. mation we should have. It will bs 
Apply with full particulars as to your shoe selling record, references and recent i 
| mag to —o B-477, care Boot and Shoe Recorder, 239 West 39th treated confidential. Address B-476, 
care Boot and Shoe Recorder, 239 


treet, New York, N. 
W. 39th Street, New York, N. Y. 























™ ganar ny wae CI sales, 
men to ndie a line of medium price 
\V anted—Experienced Salesmen Children’s Stitchdown shoes in the South and 
West. To sell Department Stores and case lot 

ll pila A ‘ age pe — 2 stock by  —. o/ irer. 
: : ive references and line now selling in first 

to sell on commission line of Women’s Special Process Stylish a a a nem "Baas ned Set 


Arch Support Footwear made to retail at $4.00 and $5.00. a a a ow To 
Thirty patterns carried by Stock Department. Territories 

open: CALIFORNIA, FLORIDA, NORTH CAROLINA, Men’s Dress Welts, a line of quality 
INDIANA, WESTERN MICHIGAN, MASSACHUSETTS. — spe Sf popaion prec” feat Boban ont 


Wyoming. Some established trade, liberal 
contract. Give experience and references in 


THE TILL SHOE COMPANY first letter. Address B-450, care Boot and 
239 West 39th Street, New 


Shoe ee 


OWEGO, N. Y. York, 


ea Loree mond oat jigoet y turer 

of Popular priced line ies’, Men's, and 

} ppg 7 WANTED to carry our products CANADIAN REPRESENTATIVE to handle Children’s Soft Sole Slippers have lucrative 
ae a sI leline, good territories are open. We general line of shoes made in the United territories open for experienced sales: for 

are as ted only in those who have time and States. Give all details in first letter. Address 1930. Commission basis. Full particulars in 

room or an extensive sideline. Manolis Mfg. B-460, care Boot and Shoe Recorder, 239 West your first letter. Vincent Horwitz Co. In 
0., 4248 No. Crawford Ave., Chicago, IIl. 39th Street, New York, N. Y. 64-76 W. 23rd St., New York, N. Y. 


W Ante by Middle Western Manufacturer 




















end oe TEA ee Sees, Seas. ag with 
arge following wit ladies’ novelty shoes 
Classified and Opportunities Depart ment to handle strong selling line of Shoe Ornaments 
as side - nee ban. excellent op- 

portunity for right rty. tate references 
RATES AND OTHER INFORMATION and exact A Soneanl in Gost, letter. 
Copy gS be weesteed at the Boot and Shoe Recorder, 239 West 39th = mo iczonsns, “Lolorade. oe 
, Rr a es N. Y. 72 on Monday of the week of publication in order Tennessee, aine, Minnesota, | Mississippi, 
be ty a 2 & so ay a = Otherwise insertion Nebraska, New Jersey, North Carolina Okla- 

P er to the folowing week's issue. homa, Virginia and Washington. Address B-453, 


POSITIONS WANTED When advertisers desir care Boot and Shoe Recorder, 239 West 39th 
4c per word. Minimum Charge 75c. come in our care twelve a pak Street, New York, N. Y. 

LINES WANTED be allowed for address. When adver- — 

pits Be gorde Minimum Charge re, | is Se, cpt forvariedy Meet | SALESMEN WANTED to cary 
ddres nfants’ Turns an elts. hirty »umbers 
7c per word. Minimum Charge $1.25 ne ae a 3. Tt. adver- in stock. 10% commission. Long es 

ALL DISPLAY SPACE Payment in advance is r a and financially responsible house. Will 
Five dollars per inch. Allow 45 cept when regular atvaslibare, a only men with established trade_selli: 
words to an inch amounts are too small to o ho lished line. Address B-479, care Boot 

ee Recorder, 239 West 39th Street, Ni 
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SALESMEN WANTED 


SALESMEN WANTED 


FOR SALE 





SALESMAN WANTED for the Central 
; Rg: X. se gy *. carry a. Phila- 
elphia Jobbing ne. so an to a 
Side Line Popular Prices Well Knowh Ladies’ 


-481, care Boot and Shoe Recorder, 
239 West 39th Street. New York, N. Y. 


SALESMEN for North Central States—in- 
stock line of -McKay novelties that retail at 
$4.00 and $5.00. Commission paid weekly— 
references required. Address B-472, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





POSITION WANTED 


POSITION WANTED 





Shoe Department for Sale 


Shoe Stock and fixtures in high grade de- 
partment store located in North Carolina. 
This department is operated under attractive 
lease. Address B475, care Boot & Shee Re- 
corder, 239 West 39th Street, New York, N. Y. 














organization. 


Manufacturing Executive 


This man knows every detail of the shoe manufacturing busi- 
ness; leather, systematizing, costs, all the ins-and-outs of operating 
—especially on women’s and children’s shoes. He is 40 and is now 
employed. A remarkable record of wide and successful experience 
and sound principles entitles him to consideration by any manu- 
facturer seeking a manager or assistant to the head of a large 
Address B-468, care Boot and Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





F OR SALE—Family Shoe Store—Outstanding 
opportunity in Oklahoma. Established loca- 
tion over ten years. 100% location. Fair rent. 
Reasonable terms. Address B-458, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





SHOE STORE SACRIFICE — account of 
health will sell only exclusive shoe store in 
thriving Georgia city of 13,000. New fixtures, 
ood lease. $5,000 cash will handle. Address 
-478, care Boot and Shoe Recorder, 239 West 
39th Street, New York, N. Y. 


LINE WANTED 


MANUEACTURERS' line of Women’s Welts 
for New York City and vicinity. Six 
years’ previous experience on this territory with 
high grade line. Address B-473, care Boot 
and Shoe Recorder, 239 West 39th Street, 
New York, N. Y. : 














Man of 40 who knows every detail of 
the shoe manufacturing business wants 
to locate as manager or assistant to the 
head of large organization. Familiar 
with leather, systematizing, costs and 
operating throughout—aiso styles and 
lasts. A broad experience on Women’s 
and Children’s Shoes. Address B-480, 
care Boot and Shoe Recorder, 
239 W. 39th St., New York, N. Y. 











HOE MANAGER Andrew A. Brown who 

has been with O’Connor & Goldberg of 
Chicago for 12 years desires to make a suitable 
connection in Los Angeles or nearby. Address 
Andrew A. Brown, care Johnson, 4168 Arling- 
ton Rd., Los Angeles, Cal. 





MANAGER, Floor Walker or Buyer, seven- 
teen years’ experience. Age thirty-two. 

Married. _ Best of reference. Go anywhere. 

Address Post Office Box 69, Canton, Ohio. 





FOR RENT 


FOR RENT 














New York Office and Salesroom 
Available 


Due to the merger of the Shoe Retailer with the Boot and Shoe 
Recorder, there is available at the Marbridge Building, head- 
quarters of the New York shoe industry, a desirable suite of 
offices or display rooms especially suited for a concern selling 
the shoe trade. Complete information can be had by writing 
the Boot and Shoe Recorder, 239 W. 39th St., New York, N. Y. 











BUSINESS OPPORTUNITY 


BUSINESS OPPORTUNITY 











SOUTHERN SALESMAN that has traveled 
the South for ten years and is operating a 
retal store now wants line of Ladies’ Slippers 
that will meet modern competition. Can sketch 
and style line for a live factory line. Address 
B-474, care Boot and Shoe Recorder, 239 W. 
39th St., New York, N. Y. 





FOR LEASE 


ILL lease Shoe Department for Popular 

Priced Ladies’ and Children’s Shoes to re- 
liable firm. Best popular priced ladies’ ready- 
to-wear store, with 100% location, doing strictly 
cash business. Space 18 x 24 for Shoes. Will 
rent either straight rental or small commission 
of sales. Will remodel store January 1, 1930. 
Write immediately if interested. L. L. Mayer, 
c/o Mayers’ Ready-to-Wear, Greenville, Miss. 


WANTED TO PURCHASE 














If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1445 








TO BE SURE YOU RECEIVE 


HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
Telephones Canal 6874 and Canal 6655 





A SOUTHERN OPPORTUNITY 


An unusual opportunity to purchase a Basement Shoe Department in the best Department Store in 
Texas’ largest city. Sales in excess of $60,000 per annum. Four year lease. Eight per cent com- 
mission on sales, $40,000 sales guarantee. Permanent window display and all department lease 
privileges. Owner’s recent connection with large chain store necessitates disposal of this depart- 
ment. A live wire Basement Shoe man can increase sales over $100,000. Write or wire San Antonio 
office—MeNeny & McNeny, Majestic Building; or New York office, McNeny & MecNeny, New York 
Life Insurance Building. 





HIGHEST CASH PRICES 
PAID 

fer shee stocks, slow sellers, ete. Short term 

leases taken over. Transactions confidential. 











MAX GLAUBERG 
64 Lispenard St,, New York City 
Canal 8014 


FOR SALE . o 





SHOE DEPARTMENT—Leading Harrisburg 
Specialty Store, absolutely 100% location, 
now in process of expansion, has space avail- 
able for live shoe department. Address E. 
Yudin, 205 Market St., Harrisburg, Pa. 


FOR SALE 


FOR SALE: X-ray machine, animal zoo, 
benches and fixtures for growing girls’ and 
women’s shoe d ent. Finished in light 
green. Wonderful asset to any shoe depart- 
ment, Helmholz Shoe Mfg. Co., Milwaukee. 








FOR SALE : 

Shoe Store in Dixon, Illinois ; 12,000 inhabitants ; 
best location in city. Building can be leased 
for a term of years, low rent. Will sell stock 
and fixtures or will sell out all shoes and sell 
lease and fixtures. About $8,000.00 stock of 
shoes, doing a business of $40,000.00. No old 
shoes—all clean merchandise. Wonderful op- 

rtunity for a live man. Fashion Boot Shop, 

ixon, Illinois. 





Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds ané 
Ends. Saomeees leases taken over. 
hone or write. 


POSTER @ DEUTSCH 
436 Grand 5St. New York Oity 
Dry Deck 0352 
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MERCHANTS’ NEEDS 


MERCHANTS’ NEEDS 








Floodlights 
Spotlights 
$3.95 


Complete with 5 color screens. Made 
entirely of paraluminum. The perfect 
color light for shoe window displays. 
Sent C.O.D. If check accompanies 
order we pay parcel post. 


SHOW WINDOW LIGHTING CO. 


69 WOODBINE ST., PROVIDENCE, R. I. 








Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Betablished 1903 New York 











Milbradt 
Rolling Step Ladders 


Enable you to reach your 
highest shelves convenient- 


They last a lifetime 
and 








- x in any style, 








size to fit any 








Te of | cneiving. 


Write for general catalog 
and let us suggest the best 
ladder for your use. 


Milbradt 


Manufacturing Co. 
Established 1895 


2416 No. 10th Street 
ST. LOUIS, MO. 

















© @ 


POM?OMS AND ORNAMENTS FOR 
SO#rT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
893 Broadway New York City 








ESTABLISHED 1890 


| LABELS 
i SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


FRANK C. MEYER Co. 
GF TET: 
%3- 271 LEXINGTON AVE , BRODKLYN. NY 
AMERICA’S CREATEST 
SHOE CARTON & LABEL MFCS 


Pouy,Cur 


price tickets, 


TILTS ATANY ANGLE 


$5.00 Per Gross 
$2.75 Half Gross 


Guaranteed to give 100% 
Satisfaction 


M. D. POLLINGER CO. 








416 Victoria Bldg. St. Louis, Mo. 








wi ERS rae’ 


ppcdai STORE i D 

To provide ad uate stor- 
age facilities for shelf stock 
—to make it ecceguible and 
convenient for clerks and 
stock men to handle with 
absolute safety —to insure 
quick service for wholesale 
or retail trade—install one 





Deep tread steps, full length 
hand grips, rubber tires, 
overhead track system, firm 
construction throughout, 
eliminate vibration and 
noiseand produce a ladder of 
ample strength for safety, 
convenience and efficiency. 
One style only—neat of de- 
sign—attractively finished— 
any height—easily installed 
—meets most requirements. 
Circular on request. 
mt FE MYERS & BRO.coa, 
ASHLAND, On! OHIO. 








MERCHANTS’ NEEDS 








BLACK SATIN DYE 
(A Recent F. C. Co. Discovery) 
A wonderful lustrous jet black 
dye for re-dyeing colored satin 
slippers. 
CAN BE STORED 
INDEFINITELY 
$2.50 a pint—money back if not 
satisfied. 
Distributors and Jobbers Wanted. 


Frenchee Chemical Co. 
447 E. 45th STREET 
BROOKLYN, N. Y. 

Makers of “Hollywood” Shoe Dressings 











WINDOW 
DISPLAY | FIXTURES | 


Sa a 


SEGALLE "SON y 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
» SEND FOR CATALOG 











BPUMPS-WATER SYSTEMS-NAY TOOLS - DOOR HANGERS 





New Enna Jettick Store in 
New York 


NEw YorK—A new Enna _ Jettick 
Shop was opened at 28 West 47th 
Street, last week, with J. J. Sullivan 
as manager. 

This street is becoming a regular 
shoe thoroughfare, with the imposing 
Coward Shoe Store, James Moore Cus- 
tom Boot Shop, Walk-Over, Arch Aid 
= several others already represented 
there. 


Fiber Products of U. S. 
Rubber Selling Actively 


P. A. Crafts, of the Fiber Products 
division of the United States Rubber 
Co., spent the past week at the Chicago 
headquarters of the big company’s divi- 
sion devoted to mid-scles and other 
fiber products, located at 1790 Broad- 
way, Chicago. 


To Remodel Tribby’s Shop 


PRESCOTT, ARIZ. — Tribby’s Smart 
Footwear Shop in Prescott, Ariz., is to 
be remodeled and redecorated. The 
Union Block, in which the shop is lo- 
cated, is to be completely overhauled, 
contracts for the work to be awarded 
at once. M. L. Tribby, proprietor, also 
operates Tribby’s Smart Footwear Shop 
in the San Carlos Hotel Building, in 
Phoenix, specializing in finer footwear 
for women. 
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Shoe and Hosiery Cabinets 


No. 30—Made of wood, 
by the retail shoe dealer. 
In plain and modernistic decorations— 
in 8 lacquer finishes. 
A good side line for the retail shoe 
dealer. 


Ask for Portfolio No. 11-X 


Tue Oscar ONKEN Co. 
611 W. 4th St., Cincinnati, Ohio 


to be retailed 








— 
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Business Changes 


CALIFORNIA — Coachella — H. E. Sumner; 
boots, shoes, etc.; recently commenced business. 


Store; 


Sawtelle— Golden Rule Repartment 
ec d busi at 


shoes, etc.; recently 
11281 Santa Monica Blvd. 


Monterey—Blum & Schwartz; shoes, etc.; re- 
moved to Salinas, Cal. 


CONNECTICUT—New Haven—Eli Boot Shop 
Co., Inc. (1008 Chapel St.); boots and shoes; 
reported dissolving. 


ILLINOIS — Shannon — Harry M. Honkin; 
shoes, etc.; sold to Alva D. Hanna. 


INDIANA—Elkhart (also Michigan City, Ind.) 
Cohn & Horwich (“Boston Shoe Store’) 
(“Blackstone Bootery’’); dept. store; partner- 
ship dissolved. 


KANSAS — Fort Scott—J. D. Mittelhach 
(Palace Booterie) ; boots and shoes; succeeded 
by Palace Booteries, Inc. 


MARYLAND — Salisbury — Nock Bros. Co.; 
shoes and clothing; reported will discontinue 
business on or before Jan. 1, 1930. 


MASSACHUSETTS — Boston — Anne Howe 
Shoes, Inc. ; (207 Essex St.) ; wholesale boots and 
shoes; recently incorporated. 


Thayer-McNeil Co.; boots and shoes; capital 
stock reduced by $14,700. 


B & G Shoe Stores; boots and shoes; business 
— filed by Abraham Bikofsky and Paul 
man. 


Cambridge—Robert Yuffee (Eddy’s Shoe Store) 
(443 Mass Ave.) ; boots and shoes; recently com- 
menced business. 


Lawrence—Anthony Barbour (137 Essex St.) ; 
boots and shoes; recently commenced business. 





Lynn—Enterprise Shoe Form Co.; manufac- 
turers; business certificate by Daniel W. Ben- 
ham, General A. Tufts and H. W. Farham. 


New Bedford—Eddy’s Shoe Store; boots and 
shoes ; certificate filed by Albert Clerc. 


North Adams—Wall Bros.; shoes, etc.; re- 
ported sold out to Raymond Syndicate of Boston. 


NEW JERSEY—Englewood—Irving Sorkowitz 


(“Irving’s Bootery’’) ; boots and shoes; removed 
to Bergenfield, N. J. 


West New York—Schultze’s Shoe Center ; boots 
and shoes; inc. authorized capital $125,000. 


NEW YORK — Auburn — Bergen-Rindge Shoe 
Co.; shoe manufacturers; filed voluntary dis- 
solution. 

Brooklyn—R. S. McNeill Co., Inc. (Jay & 
Water Sts.); last manufacturers; succeeded by 
R. S. McNeill Co., Inc. 

Benjamin Steinman (Vanity Shoes) (251 Utica 
Ave.) ; boots and shoes; reported assets sold on 
Nov. 1 

Buffalo—Intrater Shoe Co.; boots and shoes; 
ine. authorized capital $10,000. 


Dolgeville—Daniel Green Felt Shoe Co.; shoe 
pee: name changed to “Daniel Green 


New York City—Abraham Kalmanowitz (3 
Cooper Square) ; boots, shoes, etc.; reported sold 
or closed out business. 

Woodside — Philip S. Weisberger (“Weis- 
berger’s) ; boots and shoes; succeeded by Correct 
Footwear, Inc., headquarters to be at Long 
Island City. 

OHIO—Cleveland—Chester Clothing and Fur- 
nishings Co.; boots, shoes, etc.; recently in- 
corporated. 

PENNSYLVANIA—Clearfield—I. W. Nieman ; 
shoes, etc.; removed to Mifflinburg, Pa. 

Reading—I. Miller Salon of Reading, Pa.; 
boots, shoes, etc.; inc. authorized capital $19,800. 

Scranton—Owen W. Thomas (Hyde Park Shoe 
Store) (117 N. Main St.); boots and shoes; re- 
ported selling or sold out. 

SOUTH CAROLINA—Camden—H. L. Schlos- 
bure’s Dept. Store); shoes, etc.; reported stock 
at Chester, S. C., sold to Charlotte Salvage Co. 
of Charlotte, N. C. 

WISCONSIN—Kaukauna—John Mueller (John 
Mueller Boot Shop) ; boots, shoes, etc. ; succeeded 
by Mueller & Krahn. 

TEXAS—El Paso—Porter Clo. Co.; shoes, etc. ; 
sold or closed out business. 

Silverton—The Toggery (J. R. Burson, Prop.) ; 
shoes, etc.; cold to A. R. Castleberry. 





Failures, Embarrassments, Etc. 


CONNECTICUT — Torrington — Ellis Levison ; 
boots and shoes; reported petition in bankruptcy. 
ILLINOIS—Chicago—Wilson Bootery (W. E. 
Mouch, Prop.) (1012 Eilson Ave.); boots and 
shoes ; reported assigned. 

Henry C. Yearick (7683%4 N. Paulina St.) ; 
boots and shoes; reported assigned. 
MASSACHUSETTS—Haverhill—Mucciolo Shoe 
Co.; shoe manufacturers; reported assigned. 
MICHIGAN—Detroit—The Conklin Co. (16-18 
Witherell St.) ; shoes, etc.; reported petition in 
bankruptcy. 

NEW YORK—Brooklyn—Florell Shoe Co., 
Inc. (281 Powell St.) ; shoe manufacturers; re- 
Dorted called meeting of creditors Nov. 19. 


Refined Shoe Co., Inc. (330-332 Melrose St.) ; 
shoe manufacturers; reported offering to com- 
promise at 25 per cent. 


New York City—Volume Stores, Inc. (174 E. 
125th St.) (1443 Broadway) (876 Columbus 
Ave.) ; shoes, etc.; reported petition in bank- 
ruptcy. 

White Plains— Martin Heyman 
Culture Bootery); boots and shoes; 
called meeting of creditors for Nov. 22. 


PENNSYLVANIA — McKees Rocks — Barnett 
Kaminowitz (595 Chartiers Ave.) (331 Helen 
St.); shoes, etc.; reported petition in bank- 
ruptcy. 


(Physical 
reported 





New Shoe Dealers 


Sheldon, N. D.—H. F. Haugen. 
Monida, Mont.—O. J. Smith. 


Waltham, Mass.—Sears, Roebuck & Co., 715-17 
Main St. 


Greensboro, Md.—C. V. Weert, Carter Bldg. 
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Sawtelle, Cal.—Golden Rule Department Store, 
11281 Santa Monica Blvd. 


Guernsey, Iowa—R. O. Provin. 


Hammond, Ind.—J. J. Newberry Co., 
Hohman St. 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 
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Brazil, Ind.—National Bellas-Hess Co. 

Flagstaff, Ariz.—L. H. Kass, 20 N. San Fran- 
cisco St. 

New York, N. Y.—Alpha Shoe Co., Inc. 


Geneva, N. Y.—O’Malley Department Store. 


Ine. 

Rye—N. Y.—Crowell & Picken, Inc. 

Lafayette, Ky.—DeWitt Joiner & Sons. 

Togo, Minn.—Cook Co-Op Stores. 

Mulberry, Fla.—W. G. Overstreet. 

Lakefield, Minn.—John L. Zeinke. 

Milan, Mich.—Greene & Rice. 

Los Angeles, Cal.—Daniel Emus, 
Fernando Road. 

Nevada, Iowa—C. F. Larson, Circle Theater 
Bldg. 

Cannon Falls, Minn.—S. J. Laaker. 

Ionia, Mich.—Frank D. Giddings. 

Los Angeles, Cal.—W. A. McIntyre, 5702 Mel- 
rose Ave. 

Altoona, Pa.—United Workmen’s Store, 1111 
llth Ave. 

Sample, Ky.—J. T. Walls. 

Mineral, Wash.—L. F. Phelps Co. 

Exeter, Cal.—S. J. Porte. 

Jasper, Tex.—A. J. Wood & Bros. 

Chicago, Ill.—Jones Shoe Den, Inc., 5618 W 
Chicago Ave. 

Hickory Flat, Miss.—J. T. Reynolds Co. 

Lansing, Mich.—Cut-Rate Stores Co. 

Philadelphia, Pa.—De Luxe Shoes, Inc., $321 
W. Sargent St. 
— York, N. Y.—Tip Top Shoe Co., 697 8th 

ve. 


New York, N. 
Schenck Ave. 


Leonardtown, Md.—Thomas Hayden. 

Cleveland, Ohio—Square Dry Goods Co. 

Lake City, 8S. C.—Mishoe Co. 

Auburn, Me.—Boston Outlet Co., 40 Court St. 

Altoona, Pa.—Klaven Bros. Shoe Shop, 1300 
llth Ave. 

Cushing, Okla.—McCoy’s Booterie. 

Phoenix, Ariz.—Montgomery Ward & Co. 

Greenville, 8. C.—J. C. Penney Co. (soon). 
Ill.—Em-May Corp., 134 N. Ver- 


1931 San 


Y.—TFeman Shoe Co., 382 


Danville, 
million St. 


Cynthiana, Ky.—Robert Kravetz 

Virdon, I11.—Ear] Gilberson. 

Visalia, Cal.—M. S. Sugarman, 129 W. Main 
St. 


Santa Monica, Cal.—W. Philo Reynolds. 


Los Angeles, Cal.—J. S. Panosian, 578 S. In- 
diana St. 


Los Angeles, Cal.—S. P. Conn, 5535 York Blvd 
Riverside, Cal.—Guy Frantz, 769 W. 7th St. 


Huntington Park, Cal.—Carl Nickel, 6205 S 
Pacific Ave. 


Oceanside, Cal.—Ike Glasser, 107 N. Hill St. 

Glendale, Cal.—Jens A. Jacobson, 120 W. Wil- 
son St. 

San Miguel, Cal.—Ernest L. Tucker. 

Pine, Ariz.—_W. J. & A. E. Randall. 

Oceano, Cal.—Mrs. Marion Miller. 

Mineral, Wash.—L. F. Phelps Co. 

Bern, Kan.—Lee Baumgartner. 


. ccc Wash.—Joseph Sonderleiter, Picken 
Bldg. 


Winthrop, Wash.—Jerry Sullivan. 
Colville, Wash.—Leo Gordon. 
Los Angeles, Cal.—Comford Shoe Co., Ltd. 





Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor anp 
Suoe Recorver is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 





A Buying Guide to 
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Abbott Shoe Co., N. Reading, Mass 
Athletic Shoe Co., Chicago, Ill....... oe 
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Cambridge Rubber Co., Cambridge, Mass., 
Front Cover 


Capezio, New York City 

Chase, W. S., & Co., Haverhill, Mass... 98 

Clapp, Edwin, & Son, Inc., E. Weymouth, 

ass. 

Colt Cromwell Co., New York City 

Commonwealth Shoe & Leather Co., Whit- 
man, Mass. 

Concord Shoe Co., New York City 

Converse Rubber Co., Malden, Mass 
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Crossett Shoe Co., Boston, Mass 
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Elam, F. S., Shoe Co., Rochester, N. Y.. 75 
Emerson Shoe Mfg. Co., Rockland, Mass.. 96 
Evans, L. B., Sons Co., Wakefield, Mass.. 98 


Ford, C. P., & Co., Rochester, N. Y 
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Aext Week 


you will find 
in the 


Boot and Shoe 
Recorder 


GQ UCCESSRUL business today is based 
on sure knowledge—its right inter- 
pretation and intelligent application. 
Do you operate your business in this 
way? Do you assemble facts, plan 
your work, then work your plan for all 
it’s worth? No room in retailing today 
for the one-idea merchant, whose con- 
clusions, like those of the blind men 
who tried to describe the elephant, 
are based upon information that is 
one-sided and incomplete. 

This is a time when it is particu- 
larly important to read the facts 
aright—to correlate all of the informa- 
tion that is available on every phase of 
merchandising. A feature article in 
next week’s issue shows the necessity— 
and the way. 


a 


Now is a good time to stress selling 
and thus put our shoulders to the 
wheel in furthering the splendid ef- 
forts the President is making to keep 
industry busily at work and preserve 
America’s prosperity. 

Manufacturers may promise to keep 
up production and wages, but it’s the 
retailer’s job to keep merchandise 
moving through the channels of distri- 
bution. That means a new emphasis 
on sales promotion—Getting More 
Shoes Sold Right. Sold right means, 
among other things, minimizing the 
problem of returned merchandise. 
Next week’s Boot AND SHOE RECORDER 
will reveal some amazing facts in con- 
nection with this vital problem. 
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As Uniform as Human Skill Can Make Them 


Right in step with every advancement of modern shoemaking 


— millions upon millions of VULCO-UNIT BOX TOES are 


supplied to leading shoe manufacturers each year — manufac- ' 
turers who know VULCO-UNIT BOX TOES to be of as uni- 


formly high quality as human skill can make them. 


BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the world 


STATLER BLDG. * BOSTON 
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